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There ts a certain satisfaction ina 


job well done... in knowing that 





the most durable metal for the pur- 


pose has been used. 


Anaconda Copper in the form A O N DA 
f ; ee 
Bi| of sheets, rolls and Economy Strips 


meets the requirements of the 


#|| sheet metal industry and may be f 
had promptly from distributors in j | | 


all leading cities. The American 


| Brass Company, General Offices: AnafanvA 


| ry . : from mine Weieem sumer 
= Waterbury, Connecticut. 
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Announces “Eqbrikated” 
FLOOR REGISTERS 


INCE “Fabrikated’’ construction has produced 
cold air faces of such merit, the trade has 
been asking why floor registers of ““Fabrikated” 


construction should not be made. 


Independent “Fabrikated” Floor Registers are 
ready for delivery. It does not take a second 
look to reveal the sturdier build and the most 


excellent finish. They excel by a wide margin in In all furnace sizes 
rigidity, greater open area, and fine appearance. Any finish 


We have been making “Fabrikated’’ Cold Air 
Faces for many years, and every year has shown 
increasing sales. Unquestionably, ““Fabrikated” 
Floor Registers will prove equally popular. Independent can supply 


all your needs in Regis- 
ters, Cold Air Faces, 


INDEPENDENT REGISTER Ventilators and Grilles. 
& MFG. CO. 


3741 EAST 938° STREET - CLEVELAND, OHIO 
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A Statement by the Manufacturers 
of the 


WEIR FURNACE 


To whom it may concern: 


There having come to our notice again at this time rumors seemingly 
tending to create doubt in the minds of some and making the future 
of the Meyer Furnace Company appear uncertain, we feel called 
upon to make the following statement in our own behalf for the bene- 
fit of our Dealers in particular but as well for the information of the 
Trade in general: 


The capital stock of the Meyer Furnace Company is 
still owned and controlled by the same interests as in 
the past and no stock has been sold to other than these 
interests; nor is there any connection present or con- 
templated, with any other furnace manufacturer. 
The Officers and Directors of this Corporation are as 
follows: 


Dirk Meyer, President Frank L. Meyer, Treasurer 


Geo. F. Meyer, Vice- Chas. Spindler 
President Wm. E. Look 


George Harms, Secretary Frank E. Mehrings 


With no change in ownership or management, the same policies for 
which this Company has become well known will, of course, be con- 
tinued. And with the extremely gratifying acceptance of new lines 
introduced the first of the year, the future promises to be one of con- 
tinued advancement for this Company. : 


The Meyer Furnace Company 


Peoria, Illinois 


Pioneers in the Steel Furnace Industry 
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INLAND 
C OPEN HEARTH > 
STEEL 


tHE UNIFORMITY of 
INLAND SHEET STEEL 


A GUARANTEE OF CUSTOMER 
SATISFACTION 
























































Inland uniformity in Sheet Steel guaran- 
tees customer satisfaction and many 
economies. 


Uniform in analysis, every sheet is equal 


in durability and adaptability. 


Uniform in finish, they take a coat uni- 
formly, lend themselves properly to 
their purpose. 


Uniform all the way through—rolled from 
carefully checked Open-Hearth Steel 
—they minimize defects in service. 


Uniform in gage; they aid in speeding 
up fabrication and reducing manufac- 
turing costs. 


A control of processes that extends into the very 
earth whence the raw materials come; a research 
staff that has dealt exhaustively with the prob- 
lems of steel-making; nearly 40 years’ expe- 
rience—time enough to “weed out” undesirable 
methods; the largest independent facilities in 
the Central West; these factors enable Inland to 
provide for you the exact sheet to meet your 
need ... black, blue-annealed, galvanized, with 
or without copper content. Let the Inland staft 
work with you on your next problem. INLAND 
STEEL COMPANY, 38 South Dearborn Street, 
Chicago. 





ABLE SERVANT 
Sheets Bars Bands . 
Plates Structurals 


Rails Track Accessories 
Rivets Billets 


a ee 
Say you saw it in AMERICAN ARTISAN—Thank you! 
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Furnace 


That’s 
As New As 


Tomorrow 














Each size of the Agri- 
cola “Supreme” has a 
greater heating capac- 
ity. For Example: The 
24-inch size has a rat- 
ing of 645 square 
inches (Standard Code 
Rating ). 


“SUPREME” 


M ASSIVE one-piece radiator with cleanout and smoke 
collars molded on—oversize, perfectly fitting castings 
equipped with deep cup and overlapping joints—choice of 
one- or two-piece firepots and tri-bar or duplex grates—one- 
piece base ring and ash pit bottom—+slip over front that 
requires no bolts nor cement—improved built-in smoke 
consumer .. . these are a few of the “Supreme” features 
that simplify installation, reduce installing time and result 
in increased profits. 


Some furnaces have some of these features—but only 
AGRICOLA “Supreme” has them all. That’s why this out- 
standing furnace achievement is recognized as being “years 
ahead of others.” 


Write or wire for complete details of the attractive “Su- 
preme” proposition. 


AGRICOLA FURNACE COMPANY, Ine. 
GADSDEN, ALABAMA 


Offices in Principal Cities 
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VERY HOME A PROSPECT for 


Above: This Monel Metal topped tea 
wagon gives you some idea of how many 
different places there are for this gleaming 
Nickel alloy in the modern home. 


Right: Another cabinet top, that shows 
how readily Monel Metal cag be adapted 
to individual cabinet requirements. 


Below: Another suggestion... Monel 
Metal table tops and drainboards. Every 
modern home needs one... every house- 
wife wants one. 


MONEL METAL 





















PTPHIs. year several thousand 

:American families will buy 
hundreds of thousands of dollars’ 
worth of Monel Metal household 
equipment. Much of this equip- 
ment must be made by local sheet 
metal, workers. 

Advertising has strengthened 
the determination of modern 
women to bring more beauty into 
their homes and, at the same time, 
to simplify household tasks. One 
of the results is the creation of a 
huge market for Monel Metal equip- 
ment...a market the surface of 
which has scarcely been scratched. 


Say you saw it in AMERICAN ARTISAN—Thank you! 
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EQUIPMENT... 


Table Tops... Cabinet Tops... Sinks... 
Range Hoods... Drainboards... Shelving 
...Laundry Chutes...Kick Plates...ete. 


Aggressive sheet metal workers 
will get a worthwhile share of 
this business. But just because the 
demand exists—just because Monel 
Metal advertising constantly re- 
minds your prospects of Monel 
Metal’s many tangible advantages 
—don’t expect this business to 
walk into your store without effort 
on your part. The best “pickings” 
are going to the fabricator who is 
willing to get out and do some 
selling on his own account. 

So...decide now to put some 
personal merchandising effort be- 
hind Monel Metal. Make a list of 
your best prospects—the quality 
homes of your community. 

Remind these folks of Monel 
Metal’s remarkable properties... 
its rust-immunity...corrosion-re- 
sistance...cleanability ...sterling- 
like lustre...lifetime durability. 
Tell them these advantages are 
largely due to the fact that Monel 
Metal contains two-thirds Nickel. 
Explain to them how Monel Metal 
lightens household duties...how 
it makes kitchens glow with new, 
modern beauty. Tell them that 
Monel Metal equipment is a long 
term investment which more than 
pays for itself because it outlasts 
ordinary equipment. 

We'll be glad to send you de- 
tailed information about this 
modern Nickel alloy for house- 
hold equipment service, together 
with complete working instruc- 
tions. Just write. 
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this EAS Y-TO-SELL...EASY-TO-MAKE 






There’s good profit in 
Monel Metal cabinet 
tops...and demand 
for them is growing 
rapidly. They areeasy 
to make and easy 
to sell. 








This Monel Metal 
flue pipe wasinstalled 
in 1928 in a Phila- 
delphia residence. It 
still looks as good 
as new. 





Monel Metal is a registered 
trade mark applied to a 
technically controlled 
nickel-copper alloy of high 
nickel content. Monel Metal 
is mined, smelted, refined, 
rolled and marketed solely 
by International Nickel. 








THE INTERNATIONAL NICKEL COMPANY, INC. 
67 WALL STREET NEW YORK, N.Y. 
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SELL 










serve you promptly. 


FOREST CITY FOUNDRIES CO. 
2500 West 27th St. 
Cleveland, Ohio 


Book. 






NiAGARA 
M uch-Heat - 1 ‘ Niagara Warm Air Furnace Book 


We carry a full stock of repair parts made 
from original patterns for all Niagara and Mon- 
arch Furnaces, and shall be glad to furnish 
quotations. We manufacture the well known 
Walworth Registers, and are in position to 


Send your Niagara Warm Air Furnace 


eenieimimaianiala WARM AIR FURNACE 
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SELL WARM AIR HEATING 


lts the most satisfactozy 
> system money can buy... 





LEXIBILITY, in a word. Your 





drives this point home in its own force- 
ful way. Use the Book to sell Mr. and 
Mrs. Jones on these facts: 


The New Niagara begins sending up 
welcome heat a few minutes after firing. 
Only a modern warm air heating system responds like 
that on zero mornings. The family doesn’t freeze all 
the forenoon until it gets under way, and then get 
roasted out when heat is least needed. 





The New Niagara is ideal for the in-between seasons 
when the weather forbids a continuous, roaring fire. 
And it develops plenty of heat | 
for the dead of winter—clean, 
moist, circulating, healthful heat, 
easily regulated, easy on the coal 
pile. 











No other system even compares with 
warm air heating in flexibility. The 
Niagara heats direct and quickly or 
“loafs along” for hours. Normally a 
few minutes’ attention is enough in 
each 24 hours. Complete satisfaction 
to your customers is supplemented 
by speed of erection and other prac- 
tical features. The Niagara Warm 
Air Furnace Book explains all this. 
Send the coupon. 


























THE FOREST CITY FOUNDRIES COMPANY 
- 2500 West 27th Street Cleveland, Ohio 





HEALTHFUL HEAT 


NIAGARA 








Say you saw tt m AMERICAN ARTISAN—Thank you! 








March 16, 1931 






Automatic 
Forced Air 
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Contro 


One Unit 


¥ 


Oil 


Burning 


Heating and Ventilating Systems with 7 Point Advantage 





»> > 
» > 


The dealer who sells the 
Piatt Automatic Oil-Burn- 
ing Furnace has 7 big ad- 
vantages in his favor. 1— 
‘*‘Weather Control’’ all in 
one unit. 2—A Warm Air 
Furnace of special con- 
struction. 3—An Auto- 











POINT 1 


With the Piatt Automatic Oil-Burning Warm 
Air Furnace no one needs to mind the weather 
outside. All that is necessary is to set the 
thermostat to the required temperature. In 
winter, warm air is circulated to every corner 
of the house by the forced air blower. It is 
heated and properly humidified for health. 
In the summer the blower circulates the cool, 
basement air throughout the house. All these 
features are combined to work as a complete 
unit to provide all-year ‘‘ Weather Control.’’ 








~ <= 
~< < 


all for the price of a good 
oil-burner alone. Just 
think of the opportunity 
this gives to sell ‘‘ Weather 
Control’’ the year ’round 
— built and made to work 
as one unit. No more 
attaching an oil-burner to 








matic Oil-Burner of exclusive design. 4— 
Forced Air Blower, carries warm or cool 
air to every corner of the house. 5—Humid- 
ifier, keeps air properly moistened for 
health. 6— Thermostat of accepted type, 
thoroughly reliable. 7— All in one unit— 


an obsolete or inadequate heating system. 
You now may install a complete job that 
you know will do the work at a price you 
know will appeal in competition with any 
other in the world. Why delay? Send the 
coupon immediately, without obligation. 


MOTOR WHEEL CORPORATION, Heater Division, LANSING, MICHIGAN 


*PLATT 


DOMESTIC UTILITIES 





Motor Wheel Corp. , Dept. 255, Heater Division, Lansinc, MIcu. 


} Send me at once, full information and profit-building plan on the Piatt Furnace. 
1 am not obligating myself but will study the details carefully. 







a gd ee eer ae 











EEE EE a ae 
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Only the WATERBURY 
Has This Feature 








Body and 

Front are ONE 

PIECE Formed from 
Single Sheet of Heavy Steel 


The new construction of the Water- 
bury All-Steel Seamless Furnace offers 
distinct advantages found in no other 
heating system. It is GAS-TIGHT 
PERMANENTLY, with all steel parts 
fully guaranteed for ten years, and good 
for many more. Extra heavy construc- 
tion means years of added service. 


The complete satisfaction users find in 
the Waterbury, and the continual praise 
of their heating system, mean satisfied 
customers, which are the backbone of 
your business. That is why the Water- 
bury means more business and greater 
profits for you. 


Send for New Catalog 


Complete information about the new improved con- 


struction of the Waterbury is contained in this new Waterman -Waterbur y Co. 


booklet. It also contains complete data about the {122 Jackson St. N.E. Minneapolis, Minn. 
Waterbury Humidifier, a real air conditioner that gives Complese Stockh Cartel tn 

greater health and comfort. Write for it, and details Philadelphia Yakima —_ 
of the Waterbury Franchise. Chicago Pittsburgh San Francisco 


WA! tna ae 
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RESENTS surpassing advantages 
in warm air heating. Full auto- 
matic with Moncrief blower, 
and every device that produces 
healthful, enjoyable, care-free 
heating. Casing enameled in apple green, 
“pine tree” finish. Three sizes. Also made 
for gravity circulation, hand control. 


[J 


Send for circalar 


MONCRIEF 
GAS 
| FURNACE 
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Made only by THE HENRY FURNACE & FOUNDRY CO. 


3471 East 49th Street « 


Cleveland, Ohio 
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HIS newest model of the Series ‘“C’’ in- 
cludes the latest developments in furnace 


design. Affords the dealer a better selling propo- - 
sition and the home owner better heating. Learn ere about this 


The Aristocrat is scientifically designed, quality improved furnace 
built, moderately priced. In two models: 

for gravity circulation; and with Moncrief Write for particulars 
blower, filter, and automatic devices which 

provide for the finest modern air conditioning. 


THE HENRY FURNACE & FOUNDRY CO. 


3471 East 49th Street « Cleweland, Ohio 
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You can make money 
selling IRON FIREMAN 


There may be an opportunity in your town for a 


live warm air heating man to take on the profit- 


able Yron Fireman franchise...ant You THE MAN? 


lt you want to make more money you 
will find an unusual opportunity in 
the sale of Iron Fireman Automatic 
Coal Burners. 

The market is tremendous and 
practically untouched. Thousands of 
furnacesand heating plants in existing 
homes and buildings, as well as new 
construction, represent good live pros- 
pects. In 1930, a year of depression, 
Iron Fireman sales were the greatest 
in the history of the Iron Fireman 
Manufacturing Company. The 1931 
total will be still larger, for Iron Fire- 
man is the inevitable choice of those 
who seek better heat for less money. 

In homes, Iron Fireman delivers the 
finest and cheapest automatic heat 
that money can buy. In the whole 
range of business buildings, indus- 
trial plants, schools, churches, thea- 
tres, and other types of structures 
Iron Fireman literally pays for itself 
from the savings and betterments it 
effects. Iron Fireman burns the 
smaller sizes of coal, which cost less 
per ton. Iron Fireman (1) cuts fuel 
costs, (2) provides steady heat and 
power, (3) reduces labor costs, (4) 


eliminates the smoke nuisance. 


Why Iron Fireman dealers 
make money 
Iron Fireman gives its dealers thor- 


ough support. The Iron Fireman 


Manufacturing Company is the pio- 








Thisis the Iron Fireman model for warm air heating plants in 

small homes. Can be installed in steel and cast iron furnaces. . . 

Iron Fireman is made in a range of sizes for homes and for all 
types of buildings and industria! plants. 


neer and the largest manufacturer in 
its field. Iron Fireman excels in con- 


struction, operation, and perform- 


ance. Iron Fireman is the best known 


IRON FIREMAN 


COAL 


AUTOMATIC 


Name 


Address 


THE IRON FIREMAN 


City 





THE MACHINE THAT MADE 


IRON FIREMAN MANUFACTURING COMPANY 
988 East 17th Street, Portland, Oregon 
Please give me further information regarding the Iron Fireman franchise 


automatic coal burner in the world. 
Its advertising dominates the in- 
dustry. Effective direct mail adver- 
tising, sales literature, and a com- 
plete line of sales helps enable dealers 
to sell effectively. 

Iron Fireman maintains a complete 
installation and service school for 
its dealers. In addition to this me- 
chanical school at the Cleveland 
plant, the Iron Fireman staff of 
District Representatives and Field 
Engineers counsel and assist dealers 
in sales, merchandising, and in 


mechanical matters. 


If you are established in the warm air 
heating business, and if Iron Fireman 
is not already represented in your 
community, you can make money by 
selling and installing Iron Fireman 
along with your other equipment. 
Write or wire the executive office and 
we will be glad to go into the subject 
with you fully. Iron Fireman Manu- 


facturing Company, Portland, Oregon. 





State 


COAL AN AUTOMATIC FUEL 
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Consider These 
Features 


Here is QUALITY that is 
outstanding even when the 
price is forgotten. Here is 
QUALITY that stands head 
and shoulder above that 
found in any other furnace 
— cast iron or steel — that 
can be bought or sold at a 
similar price. We want to 
tell you more about it—to 
give you a detailed descrip- 
tion of the interior construc- 
tion; the brick-lined firepot, 
locomotive type grates, fuel- 
saving radiator, outside 
shaking device, riveted and 
calked seams, and the scores 
of other features you seldom 
find in a furnace at this 
price. Get the facts about 
this quality furnace for your 
close competition work. 


WRITE TODAY FOR 
COMPLETE INFORMATION 
































LENNOX FURNACE CO., Ine. 


Marshalltown, Iowa—Syracuse, New York 
Hamilton, Ontario—Winnipeg, Manitoba 
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Now Buys 
RIVETED STEEL 
CONSTRUCTION 





This is an unusual furnace advertisement chiefly 
because we have boldly stated the wholesale price 
for all to read. But this announcement is justified 
because there are hundreds of furnace dealers who 
need this information—dealers who do not have the edge 
on their competitors and are not getting their share of 
the sales that are closed on a closely competitive basis. 
You will find that you can use this furnace to advantage 
—selling it at a price which your competitors cannot 
duplicate except with inferior quality, and at the same 
time making your regular margin of profit on every sale. 
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ENDURO « wew 


PATH TO PROFITS... 


Sheet metal workers everywhere are interested in the 
growing trend toward Enduro, Republic’s perfected 
stainless steel. They are finding a multitude of uses in 
many lines of industry for this everlasting never chang- 
ing metal—the metal that never tarnishes—yet can be 


worked into untold useful and decorative shapes. 


Step out after new business, using Enduro to open up 


ENDURO 


REPUBLICS PERFECTED 
STAINLESS STEEL 


Enduro is sold only through 
Republic Sales Offices and 
Authorized Distributors. 

















new paths to profits. Take advantage of the national 
advertising that is popularizing this long lasting dec- 
orative metal. Anticipate the time when leading metal 
workers will stock Enduro in all usual gauges just as 
the more common metals are stocked today. And 


remember—to the pioneer go the profits. 


Let us tell you the opportunities Enduro presents, and 
give you instructions for working this highly decora- 


tive and corrosion resisting alloy. 





REPUBLIC STEEL 


CORPORATION 


GENERAL OFFICES: YOUNGSTOWN, OHIO 


Sa 
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H&CN2255 STEEL COLD AIR FACE 


ece till the FINEST IN ITS FIELD by 
a CONSIDERABLE MARGIN 


AS full 75% free air capacity, which 
is greater than that of any other 
pressed steel cold air face. 


















Plenty of strength 
is insured by heavy 
braces permanently 
spot-welded to the 
face. No counter- 
sinking or fastening 
in place is necessary—wide 
margins overlap the opening. 
Carried in stock in medium 
shade of oak, black japanned 
and oxidized copper finishes. 




















Possesses an abundance of strength. 





Built in every detail to that high stand- 
ard of quality which has made H & C 
Registers first choice of most all of 
those discriminating installers who 
know that it pays to handle the best the 
market affords. 





















a ee A 2s 82 teed Seti 
































= QD — 




































WARM AIR 


REGISTERS 


CHICAGO —61 W. Kinzie St. NEW BRITAIN, CONN —Corbin Ave. 


Made by HART & COOLEY MANUFACTURING COMPANY 


Philadelphia, 1600 Arch Street — New York, 101 Park Avenue — Boston, 75 Portland, Street — Nashua, New Hampshire 
Factories at Holland, Mich — New Britain, Conn. — Nashua, N. H. 
Also a Complete Line of Furnace Regulators, Chain, Pulleys, Dampers and the H. & C. Automatic Heat Control 
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Builder: 


“IT am interested 
only in price” 


Sunbeam Dealer: 


“IT can buy furnaces at as low a cost as 
practically any one in town. And they are 
high class heating plants, built by the world’s 
largest makers of heating equipment. I don’t 
sell heating at less than cost; nor do I put in Sunbeam Steel Furnace 
undersized installations. Exclusive of some Cast Iron or Steel—large or small— 
one who will cheat on the installation—such there is a Sunbeam Furnace for Every 
a contractor will cheat you, too—there is no Requirement. 
one who can quote you more interesting prices.” 


But Sunbeam dealers are not dependent on “new house” installations. They 
have all the equipment that enables them to obtain the high-profit, non-competi- 
tive, replacement sales. A complete advertising program to locate prospects; 
special equipment for retail salesmen including a Miniature Aluminum Fur- 
nace; finally, an elastic, easy-to-pay, financing plan. 


You need more than a quality furnace line, these days, to make a satisfactory 
profit. Return the coupon and learn how Sunbeam helps you be the leading 
heating man in town. 


THE FOX FURNACE COMPANY 
of American aadnian lt deena Sanitary Corp. 
Elyria, Ohio 











COMMON 
BUYING OBJECTIONS 


What Objections 
Do You Hear 
Most Frequently? 


What are the most com- 
mon objections with which 
you must contend? Is it 
price? Time Payment Fi- 
nancing Terms? Guarantee? 
Lack of demonstrating equip- 
ment to convince your pros- 
pects? 


Go over in your mind 
those orders which you have 
failed to land in the past 
twelve months. What pre- 
vented you from obtaining 
the majority of them? Write 
us about it when you return 
the coupon. You will be in- 
terested in the way that the 
Sunbeam Dealer can meet 
the objections that you are 
facing. 








The Fox Furnace Co., 
Elyria, Ohio 

Let us have your Furnace Selling 
Program for progressive dealers. 


Also a copy of your 40-page Heat- 
ing Manual. 


Name. ecpiae pee We 


Address... meet 
A4 
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THE WARM AIR HEATING 
AND SHEET METAL JOURNAL 


Covering All Activities 
IN 
Gravity Warm Air Heating 
Forced Warm Air Heating 
Sheet Metal Contracting 
Air Conditioning 
Industrial Roofing 
Merchandising 
Ventilating 























We would like you readers to 
turn to page 35 and read the small 
notice in the right, lower corner. 
We didn’t have much space for 
this, but it is as important a piece 
of reading matter as there is in 
this issue. Joseph Dingle has con- 
sented to take the figures of some 
of you fellows and analyze them 
to show how and where you lost 
money or made money—just like 
he does when he acts as a con- 
sultant for any big business. We 
want you to take advantage of this 
offer. It won't cost anything, but 
of course we can’t take everybody. 
First come, first served. 


* * * 


And just to be argumentative, 
we would also like you to read 
the editorial. A lot of you fellows 
ought to have very definite ideas 
on this subject. You've tried sell- 
ing “hot air” and it didn’t work. 
What we need is an idea to hang 
a merchandising campaign on. 
Let’s have your thoughts on this 
subject. 








Fred D. Porter, President 
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Come Out of the Woods! 


]F you could get into a conver- 
sation with the old gentleman 
shown above, he would tell you 
a very sad story indeed. 

It seems that when he was a 
young man, he built a_ better 
mousetrap—a truly wonderful 
mousetrap that would catch mice 
better than any other mousetrap 
in the world. 

This young man was a trust- 
ing sort and believed that the 
world is constantly looking for 
better mousetraps. So he re- 
tired to a nice quiet corner of 
the woods and proceeded to wait 
for the world to beat a path to 
his door. 

He has been waiting for quite 
a while, in fact he has been wait- 
ing practically all his life. 
Just the other day he woke 
up to the fact that something 
was wrong and decided to in- 
vestigate. Above you see him 
seratching his chin and med- 


he has made. 
_ Yes sir! If you could talk 


with the old gentleman he would 
tell you that you can build a 
better mousetrap if you want to, 
but if you don’t let the world 
know about it, your sales will be 
few and far between. 

The point we are driving at is 
that warm air heating is better 
than any other type of heating. 
Everyone acknowledges that. 
But to be successful in selling 
warm air heating, you’ve got to 
tell the world about it. Other- 
wise the world is going to buy 
the type of heating plant it IS 
told about. 

That’s a fact we woke up to 
a long time ago, and as a result 
Premier Dealers today are better 
supplied with advertising and 


PREMIER 


itating on what a big mistake WARM AIR HEATER CO. 


Dowagiac, Mich. 


selling helps than any other class 
of dealers. From coast to coast 
you'll find Premier Dealers us- 
ing Premier advertising and sell- 
ing helps, right in the middle of 
everything that’s happening, tell- 
ing the world about warm air 
heating and Premier warm air 
furnaces. 

Whoever you are and wher- 
ever you may be, if you are up 
to your ears in woods and sick 
and tired of waiting for the 
world to beat a path to your 
door, we suggest that you let us 


show you the way out. Where | 


there’s a will, there’s a way. If 
you’ve got the will, we’ve got the 
way. Let’s hear from you. 


_ SS SS SSS ES SES SSS See 


1 PREMIER of DOWAGIAC: 


‘ All right. Let’s have your story. 
i By mail By Salesman [1 


Name 
Street 
City 
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Mention AMERICAN ARTISAN in your reply—Thank you! 
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“Tm Telling You, Jack, 
There’s anes, 3 Like Kester!” 








wee ‘Man, you can get yourself more jobs to do if you use Kester. 
I told the boys in my shop about it—and to try this more 
efficient solder—I showed them how I would be able to bid on 
some jobs, and give them steadier work. That’s just the way it’s 
working out, too!” 

A sound reputation:in his neighborhood means everything to a 
sheet metal man — whether he works alone or has a big shop. 
And there’s no more sure-fire way of building that kind of a 
reputation than by using Kester Solder. Kester is better solder. 
Metals are highest quality. The fluxes are scientifically prepared 
—and carried right inside the solder itself. Any man likes working 
with Kester, too. It’s more convenient — cuts out the bother of 
" separate fluxes. And it never misses —a/ways makes a perfect, 
Write for a free sample— lasting bond! The shop that uses Kester is the shop that gets the 

— flux you want jobs —every time! 

Your jobber sells Kester Acid-Core, Rosin-Core and Paste- 

Core Solder. 1, 5 or 20 pound spools. Give Kester a try now. 


KESTER SOLDER COMPANY, 4241 Wrightwood Avenue 
Chicago, Illinois. Incorporated 1899 : 


ESTE 


All Kester Solder Exceeds Class A ey <> Lu. ED 


Purity Specifications of the A.S.T. M. ACID-CORE ¢ PASTE-CORE ¢ ROSIN-CORE 
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Say you saw it in AMERICAN ARTISAN—Thank you! 
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~ Why Not Convection Heating ? 


E want to start an argument. 
V\ An argument about “Hot air” and Warm 
air. 

Our purpose is to lay before you readers an idea 
which has been simmering around for several months 
past. 

Let’s begin by stating first of all that there is too 
darned much of this “hot air” stuff. And by the way, 
it’s not only the public which uses this term-—there’s 
a whole lot of you contractors and you manufacturers, 
too, who talk about “hot air.” All of you ought to 
know better. 

Much of this use of “‘hot air” is due to plain laziness. 
You have been using this term for so long that it has 
become second nature. But the trouble is that when 
you talk “hot air” to customers, intentionally or unin- 
tentionally, you are laying up trouble for yourself. 

Why? 

Just because the public was brought up on “hot air” 
and to them a “hot air” system is the kind of heat they 
had back around the turn of the century when the 
ladies wore enough clothes to cover all the starving 
Armenians and to get warm had to stand right smack 
over the register and let the “hot air” circulate. 

Just for our industry’s own good, there is too much 
of a similarity between “hot air” and “warm air” to 
ever convince the public that we are NOW offering 
them a different kind of heat; in fact the best and most 
scientific type of heat it is possible to supply. 

Nevertheless, we just don’t seem to be able to 
shake off that “hot air” stigma. It begins to look as 
though we never will. Certainly we never will so long 
as slips of the tongue or cussedness continue to use 
a term no one is proud of and which ought to be 
buried at the bottom of the ocean. 

So—if we can’t shake off this ghost of the past why 
not do like hundreds of other industries and businesses 
have done and coin for ourselves an entirely new 
phrase. And if possible make it a phrase which will 
catch the public’s fancy or at least sound scientific 
enough to arouse that mechanical and scientific quirk 
which the American public is so full of. 

Just think a little about the terms which are now 


common, but really meant absolutely nothing when 


first brought out. There was, for instance, “Kodak.” 


That name meant nothing, yet to the public it means 
every make of machine for taking pictures. 

Right now everyone is talking about their “Super- 
hetrodyne.” You explain what a superhetrodyne is. 
Yet even the children are discussing this supposedly 
“new” radio. It isn’t new, it’s simply a term which 
has caught popular fancy. 

The list is limitless. Who doesn’t call all tractors 
“caterpillars,” and petroleum products “Vaseline,” or 
all kinds of pipe wrenches “Stillsons”? Most of you 
wear B.V.D.’s in summer, but the chances are the suit 
was made by some other manufacturer. 

There is a name for our type of heating. It’s not 
a new name nor a coined one, but a true identification 
of the kind of heating we supply. 

It's CONVECTION HEATING. 


So far as we can determine by investigation in the 
dictionary, heating and ventilating textbooks and ref- 
erence works, convection heating absolutely identifies 
what we term warm air heating. 

Those who are doing this type of heating are con- 
vection heat engineers or convection heat contractors. 

Of course this term is not going to impress all read- 
ers favorably. 

We don’t expect it to. 

But we would like to have you mull this term 
around in your mind a few hours and then spring it 
on a customer. 

See if the customer doesn’t ask, “Why, what's 
that ?” 

And right there you have him at a disadvantage. 
Asking what you mean, he can’t dismiss you with the 
assertion, “Yeh, I know all about this hot air stuff 
and I don’t want any of it.” 

It seems to us that what this industry needs badly 
is identification which places it favorably in the public 
mind. The terms we are using do not seem to fill the 
bill. If not, there should be some better term which 
we can use. 

Our contribution is CONVECTION HEATING. 

Let’s hear yours! 
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This is the main entrance. The setbacks are shown 


NE of the most interesting 
sheet metal contracts let last 
year in Cleveland was for 
the aluminum roofing work on 
Severence Hall, the new home of 
music in Cleveland. This handsome 
building is a monument to good 
construction. It deserves such a 
title because no expense or no de- 
tail of good design and construction 
was overlooked in making the 
structure immune to action of 
weather. 
The architects of the building 
were determined that every pre- 





caution be taken to insure resist- 
ance to weather action and the con- 
tract let to the local Cleveland 
metal contractors contained many 
interesting details ordinarily passed 
over on public building work. 

The metal work in the contract 
contained more than 180 squares of 
batten type aluminum roofing, sev- 
eral hundred feet of zinc and 
copper gutter work and flashing 
and a wealth of protective metal 
construction. 

The building has a large: front 
tower section and over the audito- 


rium a large hip roof with the 
pitched roof covered with alumi- 
num. 


The fower roof as shown in one 
of the photographs has a flat 
pitched roof covered with horizon- 
tal sheets laid between hips of the 
batten type. These hip battens are 
of square cross section covered 
with a separate cap. The roof 
sheets are flat locked top and bot- 
tom but welded along vertical 
seams. These roof sheets extend 
up the sides of the batten where 
the cap forms the hip lock. 


All the hips are brought to- 
gether at the peak where a special 
peak cap was locked to the hip 
caps. No ornamentation was used 
at the peak. 

The roof over the auditorium is 
also of the batten type as shown in 
one of the detail drawings. The 
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Looking down the aluminum-covered monitor which covers the main auditorium. The roof is 
batten type with a zinc sheathed gutter of the box type 
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The zinc sheather gutter at the peak roof of the main tower. The aluminum 
roofing sheets are turned down over the zinc. The front edge is caulked into 
the stone and bolted as shown by the humps 


battens here are also of square 
cross section measuring 23g inches 
wide and 1% inches high. The 
battens are placed on 225¢-inch 
centers running from the ridge to 
the gutter. The pan sheets were 
cut to extend to the top of the bat- 
ten where they were locked with 
a flat cap. No welding was used 
on this part of the contract. 


The roof sheets were brought 
down to the eave and out over a 
box zinc sheathed gutter. This 
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Looking up the 
tower roof. The 
sheets run horizon- 
tally using flat 
locked seams sides, 
top and bottom. The 
battens are covered 
with a separate cap. 
The roof is eight 
sided 
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gutter is not very wide and is of 
the flat box type set into the top of 
the exterior wall. This wall is not 
the true exterior building wall, but 
is the wall of a large monitor sec- 
tion having no windows in the sides. 


This part of the contract is all 
orthodox design. But on the pro- 
tective features there are several 
unusual details. For instance, at the 
front of the building where the 
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and Aluminum 


Music Hall, Cleveland 


tower rises up from the main fa- 
cade there is a large, wide gutter, 
designed as a part of the tower 
roof. 


The aluminum sheets on the roof 
are turned down over the back side 
of the gutter several inches to form 
a secondary cap over the true cap 
flashing of the gutter. Zinc sheets 
are carried across the bottom with 
a soldered seam down about the 
center of the gutter. The front of 
the gutter is composed of one wide 
sheet which runs up the front slope 
then across the top of the parapet 
and is turned into a groove in the 
stone work. 

This front edge is caulked into 
the stone work. As a precaution 
against movement the front sheet 
is spotted into the stone work at 
close intervals with a screw which 
is capped and soldered over to form 
a moisture-tight cap. This is shown 
in one of the details. This con- 
struction is also typical for similar 
gutters finished in copper. 

Directly below this gutter sec- 
tion there is a wide setback in the 
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a A detail of the 
flashing where 
vertical walls 


Base | meet flat bonded 





roofing. Notice 
the S-turn used to 











keep the cap 
flashing tight 
against the base 
flashing. The ends 
of the base sheet 








are turned to a 
standing seam 
and bolted into 
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the wall 





Base Flashing in5 foot lengths at 


with standing seam joints 


building finished with an ornamen- 
tal parapet as shown in the picture 
of the building front. 


This parapet caps the main wall 
and in order to prevent any water 
penetration a very complete metal 
protection was specified. This con- 
sists of a section as shown on 
another of the details. 


The parapet is topped with a 
heavy stone cap. This cap is held 
in place and protected against water 
working back through the joint by 
a combination water bar. This bar 
is of galvanized iron. Through this 
joint from the front of the wall to 
the back a sheet of heavy lead was 
placed on the top of the wall and 
pressed over the water bar. The 
sheet was brought out of the back 
of wall and extends down 8 inches 
over a heavy copper flashing. This 
flashing is carried down the wall 
and under the 20-year bonded roof 
of the setback. 

Directly behind this parapet the 
wall of the tower is protected by 
another section of copper flashing 
consisting of a cap sheet set into 
the stone work and caulked and a 
base sheet running from almost the 
top of the cap down and under the 
prepared roofing. 

The construction of the flashing 
for all walls uses a design shown 
in one of the details. The feature 
is the use of a base sheet in which 
the sections end in a standing seam 


for stiffening. Bolts are also passed 
through one of the ends to hold the 
sheet to the wall. These bolts are 
capped with a piece of copper 
soldered water tight. The bottom 


How the flashing 
sheets of orna- 
mental capstones 
are caulked into 
the stone work 
and flashed with 
the roof. The 
bolts are covered 
with a copper pad 
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of the cap is turned in an S-forma- 
tion which provides a tight lap over 
the base sheet. 

The same construction is used 
around the lower parapet wall just 
above the entrance level and again 
in the parapet which surrounds the 
promenade at the top of the main 
steps. The cap of the entranceway 
arch is protected by the con- 
struction explained for the first 
capping. 

Above the stage in the auditorium 
there is a large fire monitor 
sheathed in copper. The roof of 
this monitor is of standing seam 
construction, while the doors are 
flat sheets built up on a wood 
frame. The doors are supported in 
a steel frame also covered with 
copper. The doors are, of course, 
controlled by a fusible link which 
breaks under heat or explosion. 


The doors have an asbestos cen- 
ter laid inside the wood frame. 


Leap Woot CAULKED 













U 
a et ~~ 
a at a, 
CAEWY Cap” Za 
a ey al 


Sow or DERED Oven’ 





4 














and soldered tight 































lh ae ee a aE _— 


Copper Cap 


_- Byutte Rook Cy yom 


“10g44 AG fa 


It might be of interest to note 
that all the aluminum sheeting is 
insulated from the roofing material 
by two layers of 15-pound asphalt 
felt laid with a 17-inch lap and 
mopped with asphalt. The main 
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Flashing details of one of the walking setbacks. The lead sheet extends clear 
through the cap stone and over the water bar. Copper is used below the lead 
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roof is composed of a 20-year 
bonded roofing insulated with 1% 
inches of cork. 

One of the pictures shows a 
closeup of one of the drains used 
on the building. The same picture 
also shows a closeup of the lead 
water sheet of the coping. The 
dark sheet under the lead is cop- 
per. This is carried up to the under 
side of the cap stone and turned 
down under the roofing material. 
The large sheet around the drain is 
lead which is molded into the drain 
basin. Water will have to stand as 
high as the roof before it can be 
level with any opening into the 
under side of the roof. 

This contract well illustrates the 
idea that any good building can 
make lavish use of sheet metal if 
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This is the fire and 
explosion monitor 
above the stage. The 
framework is struc- 
tural steel, copper 
covered. The doors 
are wood frames 
around asbestos 
sheet and copper 
covered. The roof is 
standing seam copper 
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This is a close-up of one of the drains. The large sheet around the casting is 

lead which was worked down into the drain pit without being cut. The casting 

ring was then pressed down over the lead sheet. The light colored sheet 

under the capstone is the lead sheet which passs from front to back and over 
the water bar 
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architects understand metal’s value 
as a protective element. 

Several issues ago we published 
full details of the extra heavy and 
insulated roof which covers all the 
flat surfaces of this building. By 
way of reiteration, this roof is a 
20-year bonded roof using an inch 
and one-half of cork insulation un- 
der the bonded material. The 
supporting structure is a heavy 
concrete slab. The roofing was 
done under a separate contract. 


6 Ql Here are the dimensions of the bat- 

ten type aluminum roofing. The 

YY battens are square with expansion 

din 4 provided for by turning the sheet 

ic. a up short of true center to center 
22% ++ — 234g —-+ width 








Vv 


Laying the insu- 
lating cork section 
on one of the flat 
roofs. The mop- 
ping is being 
made on a liner 
sheet on top of 
concrete. A 20- 
year bonded roof 
was placed over 
the cork 
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An Architect Selects 
Warm Air For His Own Home 


HE floor plans which accom- 
| this article show the 

room arrangement of a house 
in Minneapolis which recently re- 
ceived an honorary award by 
Minneapolis architects for good de- 
sign and arrangement in a small 
house. 

This delightful house is the home 
of Mr. Rollin Chapin, the prize 
winning architect, who built the 
house for his own home. 

Of most interest to warm air 
heating men is the fact. that this 
architect in planning. his own home 
chose warm air as the ideal heating 
medium. And almost as important 
is the fact that the house was not 
penalized in the contest because of 
the selected type of heat. 

There is nothing out of the ordi- 
nary about the heating system. The 
room arrangement is so well laid 


/ 








And the completed 
house won a Minne- 
apolis architectural 
award for good de- 
sign and arrange- 
ment in a small 
home. Warm air was 
selected for quick 
heat, clean heat, air 
circulation, and for 
Oil is 


used to provide 


economy. 


automatic heat 
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out and compact that heating the 
house was not difficult. As a re- 
sult, there is an agreeable uniformity 
of heat throughout the house. 


The basis of the heating system 
is a Waterman - Waterbury steel 
furnace using oil as the heating me- 
dium. The system works by gravity 
with the hot side using round pipe 
and the cold side rectangular ducts. 

The most important feature of 
the system, probably, is the fact 
that every room in the house has 
return air. This applies to the bed- 
rooms on the second floor and all 
the rooms on the first floor. It will 
also be noticed that halls and large 
closets are also heated. Another 
feature of the cold side is that the 
return air grilles are located for 
the most part in the outside walls. 


The system was designed for a 
temperature range of from —10 to 
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70. This wide spread is customary 
in Minneapolis where winters are 
frequently long and severe. 

There are several points about 
the basement layout which are 
worth attention. There is, for ex- 
ample, the use of the rectangular 
ducts for the return air. These 
ducts are, also, placed around the 
outside of the basement. But closer 
study discloses that the system, with 
the exception of one return air 
duct, is rather compact and that 
these rectangular ducts, being of 
good size, work efficiently. 

There are nine warm air leads 
off the bonnet with a total of ap- 
proximately 804 square inches of 
leader pipe. On the cold side, pro- 
vision is made through one 22-inch 
and one 24-inch pipe to supply the 
furnace with about 832 square 
inches of area. 

Though there are but nine lead- 
ers off the furnace, there are double 
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Above is the second floor 
plan showing the location 
of the registers and grilles. 
A complete return air sys- 
tem is provided. Below is 
the heating system. Note 
the round pipes on the 
warm side and rectangular 
ducts on the cold side. The 
system works by gravity 
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heads and some heads and stacks in 

the house. For instance, the kitchen 

and first floor toilet are heated 

through one double head in the par- 

tition wall. In the front vestibule 

there is a small baseboard register 

connected into the stack which sup- a 
plies bedroom number 3 on the sec- 

ond floor. 


This combination head and stack 
has another interesting feature 
necessitated by the sloping roof of 
the house. The bedroom wall is not This is the fur- 
: nace. The oil 
directly above the stack so a flat burner operates 
duct had to be run through waste through the fire 
‘ a ; door and is of the 
attic space. The pipe was insulated gravity type. All 


and has proved efficient in oper- warm air pipes 
are bright tin un- 


ation. covered. A small 
The other combination heats the 1 iste ~ 


upstairs hall and also supplies one seen 
living room register. This second 
floor register is also offset between 
the first floor ceiling and the sec- 
ond floor. 
The owner desired automatic heat _ 
and secured this feature by in- 
stalling an oil burner. In operation 
this unit has met every requirement 
regardless of the temperature fluc- 
tuation common to weather condi- 
tions of this past winter. The oper- 
ation of the burner is controlled by 
a first floor thermostat. 
































































































































































The installation was made by the ’ a a 
Waterman- Waterbury Company 
through its Minneapolis installation /- 
department. 
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HIS week’s layout is a re- 
[xe problem from a cus- 

tomer in San Francisco. It is 
what is known to the trade as a 
compound offset elbow, with both 
ends rectangular. One end is 50x 
10 inches and the other is 36x14 
inches with a 10-inch offset. 

To develop, first draw your plan, 
which is A, B, C, and numbers 
1 to 8. With C as a point, and 
using a 50-inch radius, draw line 
8-4. Extend line A-1 36 inches to 
locate imaginary radius point. With 
this imaginary point as a center, 
and using a 36-inch radius, draw 
line 1-4. 

Divide curved line 1-8 into equal 
parts, and you are ready to lay out 








By W. R. HAINES 


Contributing Editor 


your bottom section, and offset side. 

A development similar to this one 
published some time ago, brought 
a letter of criticism from a Brook- 
lyn subscriber, who thought the pat- 
tern of side section impractical, as 
it did not permit the use of the 
Pittsburg Lock. So you can use 
your own judgment and lay it out 
as shown in this development, or 
with straight edges so that the 
Pittsburg Lock can be used. 

This problem is solved by tri- 
angulation. The true lengths of the 
lines, B-1, B-2, B-3, etc., are found 
from the elevation. Line A-1 is 
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A Compound Offset Elbow 


For O. A. Bjorgan, San Francisco 


shown in its true length in the top 
view of the drawing. Determine 
true length of line AB by forming 
a triangle, A-8, A’-B’ being two of 
the sides. Lay out true lengths A-B. 

In a similar manner determine 
true length of B-1, using lengths 
shown in the elevation and plan 
views. This then completes the first 
triangle A-B-1 of the series for this 
layout, Repeat for triangles 1-B-2, 
2-B-3, etc. 

To determine layout for edge, 
lay out along a straight line the 
equal distances shown in top view 
of 1-2-3-4-5-6-7-8. The true lengths 
of these sides are shown in the plan 
view. These, then can be laid out 
along this line at equal intervals. 
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A Ventilating and Exhaust 
System for Dry Cleaning Plant 


tity of benzine and other 
inflammable liquids used in 
dry cleaning and dyeing plants few 
municipal codes now fail to include 
provisions that such establishments 
must be positively ventilated. 
Most ordinances specify that 
near each machine using inflam- 
mables there should be a branch 
exhaust duct with an opening about 
1 ft. above the floor and in close 
proximity to the machine served. 
Thus vapor will be removed before 
it has an opportunity to circulate to 
other parts of the room. 
Many codes also specify that 
ventilating ducts be located in or 
near walls opposite doors or other 


B iis of of the large quan- 


By ROBERT C. NASON 


air inlets and in practically all cases 
the air in workrooms is required to 
be changed every five minutes. 


Mechanical apparatus used in 
processing generally is placed near 
outside walls, but when this is not 
the case the branch pipes, instead 
of being installed near walls may 
be dropped vertically to terminate 
beside individual machines and 
some 12 inches above the floor. 
Practice differs in the case of 
scrubbing tables and tubs. 

Here branch exhaust openings 
may be at the level of the equip- 
ment, but immediately behind them. 


Neighboring buildings are protected 
by code directions requiring that 
pipes from which inflammable gases 
are discharged may not terminate 
within 6 ft. of the roof nor within 
10 ft. of a door or window of 
another building. 

Past unfortunate experiences 
have demonstrated that when steel 
fan wheels are used for exhausting 
the vapors they are liable to ignite 
within the fan housings. To pre- 
vent this many codes stipulate that 
fans must have blades and wheel 
frames of non-ferrous materials. 
Lead, aluminum and wood wheels 
frequently are used, but in some 
instances ferrous wheels coated 
with lead will pass inspection. 
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Fig. 1. Typical layout for a small dry cleaning plant. The major equipment is shown as it would probably be placed. 
The idea is to provide exhaust ventilation for each machine operation 
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The city fathers frequently re- 
quire that fan and machinery con- 
trol switches must be located in 
rooms other than those in which the 
machinery is operated. Fire mar- 
shals evidently wish to be sure that 
all mechanical equipment, including 
the ventilating fans, may be shut 
down in case of fire without the 
necessity of entering the work- 
rooms to effect it. This is a sound 
provision as relating to the fans, at 
least, for were these to keep on 
running when there is a fire the 
drafts created would assist rather 
than deter the conflagration. 

There is shown in Fig. 1 a plan 
of a typical dry cleaning and dyeing 
plant and its major equipment, de- 
signed for a town of about 25,000 
population. This plant is in success- 
ful operation at present. 

One observes that near the mark- 
ing room there is a still, next to it 
a filter. The first washer, 30x48 
inches in size, is used to start work 
procedure. Next there is an ex- 
tractor. Then another washer, 44x 
54 inches and last in line a moder- 
ately sized tumbler, 42x60 inches. 
The layout here shown includes a 
fair sized finishing room. 

This occupies about one-fourth 
of the total floor area and is ap- 
propriately located near the pack- 
ing room. Equipment in the finish- 
ing room includes a spotting table, 
two presses and four electric iron- 
ing boards of 600 watts consump- 
tion each. Although not shown on 
the plan, there is a drying cabinet 
near the packing room door. The 
general dimensions of the plant are 
40x60 feet and it is well filled with 
machinery without undue crowding. 
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the spotting table appears. The 
orifice is covered with chicken wire 
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It is assumed that the packing 
and marking rooms need not be 
artificially ventilated but the re- 
maining area, except the small 
office at the front, must have an 
exhaust system large enough to 
give a 5-minute air change. This 
involves, first, estimating the cubic 
feet contents, which is found by 
multiplying the width by the length 
by the room height, 12 feet. This 
results in 20,400 cubic feet, total 
contents. 

The finishing room has 6,000 
cubic feet and the machine room 
14,400 feet. Dividing the total con- 
tents by 5, the required air change 
per minute, gives 4,080 as the total 
number of cubic feet of air to be 
exhausted per minute for both 
rooms. 

The code restriction chat forces 
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Fig. 3. All machine branches should 

connect to ceiling ducts. Rectan- 

gular ducts increase headroom and 
give better interior appearance 


owners to have outlets near each 
machine prevents the use of a disc 
type of fan because of the inability 
of this design to overcome loss of 
head within numerous small ducts. 
Consequently, a cased fan must be 
installed. 

Most ordinances state that no 
exhaust opening may be less than 
40 square inches in area. This 
point is amply covered in the estab- 
lishment under discussion wherein 
it is recommended that outlets in 
the finishing room be 11% inches 
diameter and two in number. One 
opening would be near but behind 
the spotting table and the other 
about 7 feet above the floor and 
in the same branch riser. 

How the necessary pipe appears 


o 
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when installed is noted in Fig. 2. 
Each opening handles approxi- 
mately 600 cubic feet of air per min- 
ute at 800 linear feet per minute 
velocity. The 1,200 cubic feet total 
exhausted gives the desired 5-min- 
ute air change. Although the lower 
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Detai of main and branch connec- 
tion at the fan 


section of the finishing room duct 
may be 11% inches diameter, its 
size should be increased to 16 inches 
just beyond the upper opening and 
continue in the same size to the 
main. 


The larger section has 201 square 
inches area, which is double that of 
the 1134-inch section. The prevent 
persons throwing papers and other 
materials into the exhaust stream 
both openings may be covered with 
coarse mesh screening. Chicken 
wire serves admirably for the pur- 
pose. 

The machine room is about 20x 
60 feet, disregarding the small of- 
fice and one recalls that there are 
six machines in use. Each must 
have a separate exhaust opening 
near it. Again using the 5-minute 
air change basis for estimating, a 
total of 2,880 cubic feet per minute 
must -be handled through the six 
openings or 480 cubic feet per min- 
ute through each. 

Air movement through the 
branches would best be 800 linear 
feet per minute but the velocity of 
flow may be increased to 1,000 lin- 
ear feet per minute in the main to 
keep its size down. Main velocity 
might, of course, be further in- 
creased, but as the pressure loss due 
to internal friction increases mark- 
edly with high air speeds more 
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power would be required to over- 
come the greater friction, hence 
1,000 feet per minute is the com- 
mon rate for ventilating mains. 

Piping design logically considers 
the most remote point first. Once 
more using the 800 feet per minute 
velocity and the 480 cubic feet per 
minute to be withdrawn from each 
opening one learns that branch 
ducts must be 1014 inches diameter, 
figured as follows: 

480 
—— = 0.60 sq. ft., and 
800 
6X 144 = 864 sq. in. = 
10% in. diam. 

In ordinary practice the main 
size grows progressively larger as 
each branch is passed. The main 
starts as 1014 in. diameter but must 
be increased to 16 inches just be- 
yong the second branch, 16 inches 
being equivalent in area to two 
10%4-inch branches plus 20 per 
cent. This is derived: 

86.4 & 2 = 1728 1.20 = 

207.36 sq. in. 

A 16-inch pipe we have already 

seen has an area of 201 square 
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inches, which is near enough to be 
satisfactory in this case. 


Just beyond the first washer the 
main is increased to 21 inches, 
found as follows: 


201 + 86.5 = 287.5 & 1.20 = 
345 sq. in. 


The main is further enlarged to 
2534 inches beyond the extractor 
and to 30% inches at the large 
washer, then to 35% inches just 
beyond the tumbler. Properly there 
should be a further increase before 
the fan inlet is reached, but the 
main is already large and, as the 
distance is not great, this custom 
need not be followed. 


If owners are willing to pay the 
extra price, saving in headroom 
and enhanced appearance may be 
enjoyed with rectangular ducts. 
For example, branches in the ma- 
chine room might be made 8x10%4 
inches and the main would pro- 
gressively increase in size up to 39 
inches wide by 20 inches deep. Flat 
ducts that hug the ceiling are gen- 
erally preferred to large, round 
pipes, certainly when they reach 
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354% inches. Rectangular corre- 
sponding sizes are shown step by 
step in Fig. 3. 

There is not space enough be- 
hind the machines to run a large 
pipe along the floor, nor is this de- 
sirable. Floor space is even more 
valuable than headroom and floor 
located pipes unless boxed in are 
subject to dents and injuries thar 
may loosen seams even when double 
locked. Coarse wire should be at- 
tached over all branch openings. 

In Fig. 4 the fan is shown dis- 
charging through the wall. In some 
cases this duct may be run directly 
through the roof. This involves 
flashing to prevent leakage of 
weather and condensation dripping, 
hence this procedure is not so cus- 
tomary as wall discharge. In 
neither case do codes permit the top 
of the pipe to be less than 6 feet 
from the roof. 

Space saving suggests suspended 
platforms for both fan and motor 
and a belt to connect them. If the 
motor is to be installed as shown 
in the machine room an explosion- 
resisting design must be selected. 
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Try Painting for Your Spring Sales Talk 


T is timely right now to suggest 

that selling effort be put on 
painting the basement installation. 
Now when the heating season is 
nearing a close, the home owner is 
practically immune to every pos- 
sible sales approach which has to 
do with putting the furnace in good 
working condition. 

But with the beginning of spring 
and summer, the basement is going 
to see activity of another kind. 
Screens are going to be painted, 
early gardening is going to get un- 
der way. Yard and house tools will 
be overhauled. In short, there is 
going to be activity in the basement 
—BUT, it will be activity which 
does not center around the heating 
plant. 

What can be done about it? 


Well, just as a suggestion, we 
know one contractor who makes 
use of the spring season to talk to 
home owners about painting the 
furnace and the pipes or ducts, so 
that the basement will look fresh 
and clean for summer. And the 
plan is working wonderfully. 

The procedure followed is briefly 
this: 

The canvasser or the heating man 
rings the bell and explains to the 
lady of the house who he is. Cre- 
dentials are offered to eliminate 
fear of peddlers. The sales talk is 
based around the point that now 
firing is over, the basement will be 
cleaned for summer and that by all 
means the furnace should be given 
a coat of paint so that it will look 
nice and clean. 


But here is an important point. 
The salesman explains that paint- 
ing a furnace is not a hit or miss 
proposition. The painter must 
know how to make paint stick to 
galvanized iron and also what to 
use so that the heat next winter will 
not destroy the paint. 

It is then explainer that a paint- 
ing crew is working into the own- 
er’s neighborhood. Keeping the 
crew busy all day reduces the cost 
by eliminating a special trip from 
the shop. The price is so much 
(depending on the size of the plant) 
and the house can be scheduled for 
such and such a day next week. 

The argument works especially 
well when the good pictures of 
painted furnaces are shown. 
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FAN BLAST 


ENGINEERING 


N the last issue (March 2) we 

covered items 8 to 12 inclusive 

on our data sheet. Our next 
item (13) is Exposure Direction. 
In the upper left hand corner of 
the data sheet the exposure factors 
are given. These will vary with the 
building construction and the direc- 
tion of the prevailing winds. The 
reader should obtain charts of U. 
S. Weather Bureau records. These 
will be found in the A. S. H. V. E. 
Guide or in any good textbook on 
heating and ventilating. 

The exposure factors will also 
vary with the velocity of the wind. 
The effect of wind on heat trans- 
mission coefficients determined un- 
der still air conditions is very 
marked: As the walls become 
thicker the variation is small but 
for very thin walls the variation is 
high. 


EXPOSURE 


tors for this leakage loss would 
depend on the amount of exposed 
window edge. 


The exposure factors as filled in 
are those estimated for the room 
plans shown in the March 2 issue. 
Here it is found that the glass area 
(including door) is a liberal per- 
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By PLATTE OVERTON 


Heating Engineer 


centage of the total exposed sur- 
face. Approximately 15 per cent 
for wall loss and 20 per cent for 
leakage loss gives us a total of 35 
per cent for our factor for the 
direction of the prevailing wind; in 
this case north. 

Item 14 is room temperature and 
should be filled in before items 4-5- 


(Continued on page 50) 
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The sketch gives some idea of 
the variation with various wind 
velocities. These variations are 
only approximate but it will be 
noted that the increase with a 15- 
mile wind is approximately 15 per 
cent. 

The leakage loss (item 9) will 
also be materially increased. The 
percentage for the exposure fac- 


Above — This 
drawing shows 
the increase in 
B.t.u. loss with 
increase in wind 
velocity. This in- 
creased leakage 
must be figured 
on. See text for Misc. 
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Overhead on Material and Labor 


Solves This Contractor’s Troubles 


E have been arguing about 

Ny the best method of loading 

overhead and I have been 
a steadfast supporter of the MA- 
TERIAL AND LABOR method, 
as being best suited to the average 
sheet metal shop. One of my sup- 
porters has come through with 
some real ammunition and the bat- 
tle is renewed. We had an article 
some time ago, where the author 
presented figures of operation for 
ten different shops, each of which 
loaded overhead on Direct Labor 
ONLY. Those figures were repro- 
duced in my article in the ARTISAN 
of Oct. 11, 1930. The highest 
profit realized was 17.50 per cent. 
The lowest was a loss of 1.25 per 
cent and the average for the ten 
shops was 7.21 per cent. THEY 
KNEW THEIR COSTS AND 
LOADED OVERHEAD ON 
LABOR ONLY —and averaged 
$7.21 profit for each $100.00 of 
sales. 

Let me quote here a letter re- 
ceived from a shop owner, whose 
name we will not disclose. 

“Your article in Jan. 5th issue 
of AMERICAN ARTISAN on Overhead 
is a masterpiece. I think the same 
as you do, that is that Overhead 
should be figured on Material and 
Labor. 

“Not having anything to be par- 
ticularly proud of I will not say 
anything about the shop owner 
who submitted his figures for your 
article. For your constructive criti- 
cism, I am enclosing my record for 
1930.” 

This shop owner is really a 
shrinking violet. His year’s busi- 
ness is a masterpiece and, with his 
kind permission, we are going to 
let you readers benefit from our 
constructive criticism of his 1930 


By JOSEPH G. DINGLE 


Certified Public Accountant 


record. His record is well worthy 
of your serious consideration. As 
Exhibit “A,” we submit his figures, 
both in dollars and in percentages 
of sales. 

First, I want to again call your 
attention to the fact that this shop 
distributes overhead on Material 
AND Labor combined. 

Let’s analyze his figures and see 
what we can say about them. We 
must admit that he made a nice 
profit on the sales volume. Judg- 
ing from the general appearance 
I would say this shop owner de- 


voted the major part of his time to 
the management of his business 
and hired his workmen. On $38,- 
172.82 sales volume, he earned a 
good salary and on top of that, 
had a profit of $3,119.39 or 8.17 
per cent of sales. His salary and 
profits were $6,719.39—or 17.60 
per cent of his sales. Yet he did 
not overcharge his customers. He 
made his profit out of his Expense 
Accounts—by keeping them down 
to 9.34 per cent of his sales. This 
is really a very low expense (or 
overhead) cost percentage. 





EXHIBIT A 


Being 1930 Operating Figures of a Sheet Metal Shop 
Distributing Overhead on Material AND Labor 











Per Cent 
DIN sccccossnsicsineiaibsiacheareecamenaniiotentinind $38,172.82 100.00 
Material (plus freight in)............ $17,000.96 44.53 
ROE sididnectnaniaeitinnnenmain 10,887.64 28.53 
i Re ee re 27,888.60 73.06 
See $10,284.22 26.94 
Expenses (Overhead) : 
CMe TEOIIS aassiscssisscssicnsensen $721.33 1.89 
oc 996.00 2.61 
8 re 333.28 87 
Compensation Insurance .......... 275.65 72 
Track Wapens ...........................:. 130.94 35 
IE Sicticcnnnvcccrancadannnans 225.00 59 
RE TI cisicesesnitisitaesiinetinccaen 164.94 43 
Repsirs of Machinery and . 
NT I aa itcicsenitistssitireies 158.81 42 
TR dite nidatiieninuticesinienitniak 85.18 22 
Coal, Lights, Water and Gas... 171.62 45 
Legal Expense and Donations.. 135.65 ao 
Telephone and Telegraph.......... 77 Al .20 
Dues and Subscriptions............ 89.02 .24 
Total Expenses ...................... $3,564.83 9.34 
Profit Before Salary of Proprietor $6,719.39 17.60 
Salary of Proprietot...................... 3,600.00 9.43 
Net Profit After Salary................ $3,119.39 8.17 


NOTE: Since the decimals were not carried beyond 4 points, 
the above figures may not be exact. 
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Let’s take a look at the expenses 
making up his overhead. You will 
note we have shown both the dollar 
cost, also the percentages of sales 
for each account. His office ex- 
pense evidently includes salary of 
the office girl, but this expense is 
only $1.89 in each $100.00 of sales. 
Rent accounts for $2.61 in each 
$100.00. The other expenses range 
from 87c down to 20c in each 
$100.00 of sales. He has a very 
good distribution of his expenses 
and, as a result, he is better able 
to watch these expenses and avoid 
allowing them to run away with 
his profits. 

Using these figures, let’s see how 
this man built up his estimates. 
Assuming all his sales as being 
average, we can proceed as follows: 








Material Cost .....00...0........... $ 44.53 
Ee ne ee eee 28.53 
re _$ 73.06 


fe a ae ae ees $ 82.40 
Profit and Salary of Pro- 
prietor (20.13 per cent)... 17.60 


Sales Price 





Having ascertained the cost of 
the materials and direct labor, our 
shop owner adds to this prime cost 
12.81 per cent for overhead. This 
produces a Material, Labor and 
Overhead cost of $82.40. The 
profit (and salary of proprietor) 
desired amounted to 20.13 per cent 
of this prime cost, and the selling 
price was thus placed at $100.00. 

Some of you readers may say 
this shop made too much profit. 
What constitutes an excessive 
profit? Excessively high selling 
price alone can produce an exces- 
sive profit. One man may sell a 
furnace job for $350.00 and lose 
money on the sale. Another shop 
may sell that identical job for the 
same price and make a net profit 
of 20 per cent. Both customers 
paid the same price — therefore 
there was, we will say, a fair price 
charged. We know that the identi- 
cal furnace and fittings cost each 
shop practically the same amount. 
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Editor’s Note— This reply by 
Mr. Dingle was sent the contractor, 
who replied as follows: 

Joseph G. Dingle, 
Ottawa, IIl. 
Dear Mr. Dingle: 


“Yours of the 18th is before me 
and after reading it three times I 
am unable to find or think of the 
proper words to express my appre- 
ciation. In your letter and article 
you have said the nicest things 
about me that anyone has ever 
said and I would be more than 
pleased to see this article in print. 
Of course I am hoping for the im- 
possible when I wish that my com- 
petitors here would see it and send 
theirs in. 

“Again thanking you, I am, 

“Very truly yours, 





Labor costs may be assumed as be- 
ing practically equal. The shop that 
lost money lost it through excessive 
overhead while the other made his 
profit on his lower overhead. 

This shop owner gave his cus- 
tomers a very good bargain. He 
gave them materials costing $44.53 
and labor costing $28.53, or a total 
of $73.06 for $100.00. That’s bet- 
ter than the average shop can do. 
Yet, this shop had overhead well 
under control and by being able to 
do business at an overhead cost of 
only 9.34 per cent he could give 
his customers material and labor 
costing $73.06 for $100.00 and yet 
make a nice profit. 

He has not made his profit out 
of his customers. He has actually 
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made it out of his expense ac- 
counts. By so doing he admin- 
istered his business on the very 
soundest principle of operation. 
Larger volume of sales on low 
overhead costs tends to further re- 
duce overhead costs. As the volume 
of sales increases, it automatically 
reduces the overhead percentage by 
giving a larger amount over which 
to spread the overhead costs. 

These figures, in my opinion, 
show a very fine business, pricing 
its work at slightly below the aver- 
age—that is—giving slightly more 
material and labor than the aver- 
age for a given price, and yet earn- 
ing a very satisfactory profit. 

This shop owner, as stated above, 
loads his overhead on Material 
AND Labor. He proves that this 
method has made him a nice profit. 
A careful study of these figures 
will surely help any shop owner. 
They are a very good rule by 
which to measure up your business. 
Take your 1930 figures and pre- 
pare a statement in the same form 
as here used. Compute your per- 
centages—using sales as the divisor, 
and you will be surprised to find 
that you can not equal this show- 
ing. Your Cost of Sales will be a 
lower percentage than 73.06. Your 
Gross Profit will be more than 
26.94 per cent and your Overhead 
or expenses will be materially 
higher than 9.34 per cent. Yet your 
profit before your own salary, will 
not be anything like 17.60 per cent. 
You will, by making such a com- 
parison, find just what points of 
difference there are between your 
shop and this one. 
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A Bookkeeping Service 


It is our aim to make this discussion of bookkeeping 
just as valuable as possible. To further this, we have 
arranged with Mr. Dingle to accept a limited num- 
ber of contractor’s operating figures which Mr. 
Dingle will analyze and discuss. Names will be 
omitted if desired. If you would like your operating 
figures reviewed, send them to us. They must be 



































The building is of fiberboard construction resulting in a heat loss of 180,000 B.t.u. per hour. This high loss necessitated 
a heating system which insured a plentiful supply of warm air in every part of the building 


Mechanical Warm Air Heats a 
Plaster Board Roadside Inn 


HERE are thousands of inns 
i lunch rooms scattered 

along the highways of the 
United States. And most of them 
start in the smallest kind of a way 
and “just grow.” As a result the 
owners build additions and more 
additions as business increases. 
And the old heating plant either 
staggers along under a terrific load 
or gives up entirely. 

Fifteen miles west of Toledo on 
the main highway to Chicago is 
such a wayside inn, owned by M. 
A. Cote. It was, in the first place, 
a small country farmhouse. Then 
Mr. Cote began to sell lunches and 
barbecues and hot-dogs—and more 
room was needed. Later, the Cote 
Wayside Inn became a _ regular 
luncheon and rest stop for east- 
bound transcontinental buses on 
the Toledo-Chicago Greyhound 
line. And that meant another en- 





By S. H. CADY, Jr. 


largement. Today the building is 
100 feet across the front by 25 
feet deep at both wings. The rear 
center of the present building is 
old original farmhouse. 

The Inn, which includes a lobby, 
main dining room, lunch room, rest 
rooms, two kitchens, two private 
dining rooms and four bedroomis, 
operates 24 hours each day 
throughout the year and is often 
crowded to capacity—at any hour 
of the day or night—when a Grey- 
hound bus stops. Obviously, a good 
heating system is needed. 

The job presented some interest- 
ing problems. The long building 
was one story high, with just a 
low space between roof and ceil- 
ing, and with no basement at all. 
The wall construction was of Celo- 


tex and fiberboard, both inside and. 


out, over 2 by 4 studding and with 
large glass exposure across the 
front. A fiberboard ceiling was 
fastened to ceiling joists and the 
whole covered by a roof of ship- 
lap and composition roofing. The 
whole lay-out created an unusual 
heat-loss, estimated at 180,000 
B.t.u. hourly. 


Last fall Mr. Cote was looking 
forward to the winter with dread. 
wondering how he was ever going 
to heat this big, rambling structure 
of his—and maintain the place’s 
popularity as a stopping point. It 
was then that Edward Sperling, 
heating engineer for the Fred 
Christen and Sons Co., progressive 
sheet metal and roofing contractor 
of Toledo, appeared on the scene. 

Mr. Sperling surveyed the set- 
up, took all the difficulties into con- 
sideration, and announced that me- 
chanical warm air heating would dc 
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Here is the layout of the return air side of the system and the location of the ceiling registers. The heater is on ground 
level at the back of the building. Return ducts are under the concrete floor 


the trick, Mr. Cote was skeptical— 
it seemed too good to be true. 

The plans called for the use of 
filters and sufficient air movement 
so that ventilation might be had 
for summer cooling. 

The plan called for a cast iron 
furnace having a 32-in. firepot. 
The blower requirements called for 
2400 c.f.m. against 3% inch static 
pressure, and for this job a Type 
M Furblo blower was selected. The 
blower operates at a speed of 500 
r.p.m., equipped with a 34-horse- 


power motor. It was decided to 
make the system a straight me- 
chanical forced air job, with the 
Furnacestat operating in series 
with the automatic damper control 
and room thermostat. Pocahontas 
fuel was to be used. 

Since there was no basement 
anywhere under the house (and 
the floors were but 30 inches off 
the ground), a room that had for- 
merly been a rear bedroom was 
converted into a furnace room. 
The old wood floor was removed 


and a new concrete floor, 9 by 15, 
was constructed at grade level. The 
furnace, blower chamber and air 
filters were installed here. 

The heat supply to the lunch 
room and dining room, in use off 
and on all 24 hours each day, was 
handled separately from the living 
quarters, as the heating require- 
ments varied greatly. 

In the finished installation, the 
bonnet of the furnace is of tapered 
construction and both trunk lines 
are taken off the top of the bon- 
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This is the return air trunk system. Each register is supplied by branches taken off each trunk. The trunks.are carried 
through the attic space. The roof was put on after the trunks were built 
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The interior of one of the dining rooms. One of the ceiling registers shows in the background. Note also the light 
wall construction 


nets, side by side. Each trunk line 
is controlled by quadrant dampers. 
Both lines go directly up to the at- 
tic, where distribution is made to 
meet the needs of the various parts 
of the building. Branches off the 
trunk lines lead to registers—22 of 
them—all located in the ceilings. 
The return air supply is through 
ducts underneath the floor, from 
grilles located in each of the three 


main divisions of the building. The 
air passes through filters before go- 
ing back into the blower compart- 
ment. 

Due to the very shallow attic 
space between ceiling and roof 
boards, the installation of the over- 
head trunk lines was a difficult job, 
calling for the removal of some of 
the roof boards. The ducts were 
placed and then the roof boards 


and roofing put back on. 

When the job was placed in op- 
eration it was found that the sys- 
tem was nicely balanced and that 
all the rooms regardless of location 
or exposure were heated adequately. 
Throughout the winter, in the 
coldest weather, the heating sys- 
tem passed every test. 

The comfort provided is a great 
asset for the Cote Wayside Inn. 
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Thirty-Five Cents for Overhead and Profit? 


Recently a Masters Association 
submitted to the public the follow- 
ing information: For every dollar 
of sale its members receive sixty- 
five cents for materials and wages; 
twenty-five cents for overhead; and 
ten cents for profit—but here’s the 
joker—“If nothing happens.” 

Seemingly in construction work 
something always happens, or it 
nearly always happens; else all 
rumors of losses taken on jobs, 
with a resulting lack of net profit 
at the end of the year, are untrue. 

As stated the figures mentioned 
were printed for the benefit of the 
consuming public, in order to con- 
vince them that the prices charged 


are just und reasonable. Unques- 
tionably their purpose in broad- 
casting to the consumer is entirely 
a worthy one, yet the figures are 
repeated here, so that vou mav 
know tl.at progressive members of 
the craft are thinking hard on this 
all-important question of profit. If 
a large number of any craft are 
conducting their business at a loss 
it is indeed a serious indictment. 
Profit is just as necessary to the 
life of your business as fair weather 
one will question. Still the desire 
is to successful baseball. This no 
to cut someone else out of a profit 
often operates against good busi- 
ness; or it may be the old bugaboo 


of large volume which entices a 
master to accept jobs which produce 
only a net loss. The correction of 
this fundamental error lies within 
the power of those men who will 
fearlessly and intelligently face it. 

The masters in some communities 
are making a determined effort to 
change from a loss to a profit this 
year. Since years of honest work 
and the hope of the future are at 
stake, every master should be quick 
to lend his aid. Obviously results 
will be secured when, and if all 
competitors join in thoughtful con- 
sideration and careful study of 
their correct costs. Co-operation is 
the way out. 
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LETS MAKE SOME 


MONEY 


BENJAMIN F. JOHN 


CLEAR-CUT set of  bal- 
A anced books was a rarity 

when found in a sheet metal, 
roofing and heating shop some 
years ago. With the then high prof- 
its it was considered by the majority 
as entirely unnecessary. The books 
and sheets that did exist were com- 
piled by the local associations and 
distributed among the members. 

But the change brought about by 
the higher cost of labor and mate- 
rial, and higher expense of the days 
following the war, made it abso- 
lutely necessary to keep books if 
the shop wished to succeed. 

And when the income tax slapped 
down more books and sheets mostly 
in a form made up just for the 
purpose of reporting the profit and 
loss as required by the govern- 
ment appeared most of them were 
filled in by a friendly bookkeeper, a 
real estate agent, attorney, or at the 
desk of the income tax department, 
all of whom had no interest in the 
progress of the business and there- 
fore gave slight attention to the 
facts as shown, or how these could 
be used for the benefit of progress. 

Following the year 1921 and due 
to the rapidly increasing number of 
failures among small business con- 
cerns each year, bankruptcy court 
judges began to look about to find 
the reason for the increase. 


Among those who were consulted 
by these, judges were Prof. W. O. 
Douglass, professor of law and 
commercial subjects at the Yale 
Law School, who had made a care- 
ful study of many individual cases 
of failure. 


Why Books? 


He was asked what are the real 
risks a man takes when he goes into 
business. He said: “The real risks 
are of a personal nature. Practi- 
cally all the major risks are on him- 
self. The danger is that he will do 
the things he ought not to do and 
not the things he should do.” 

He then listed six outstanding 
ways in which the individual busi- 
ness man is likely to slip into fail- 
ure. At least five of them are in the 
nature of glaring personal faults. 
Note the first two. 

1. Failure to keep proper books 
of accounts. 

2. Negligence in applying book- 
keeping facts. 

3. Diverting funds from business 
for speculation or for extravagant 
living. 

4. Giving too much credit. 

5. Accepting too much credit. 

6. Errors in judgment. 


Regarding the first fault, Prof. 
Douglass said: “I could cite in- 
numerable cases of manufacturers, 
wholesale jobbers, retail dealers and 
others doing a business anywhere 
from $3,000 to $50,000 a year, who 
never kept books. We found that 
90 per cent of the failures studied 
have not kept books. And yet book- 
keeping is a common everyday test 
of a man’s business efficiency and 
his right to be in business. 

“Bookkeeping is to business what 
navigation is to a ship, yet we have 
found that some men who do keep 
books refuse to be guided by the 
facts.” 

The professor then cited several 
instances where no books were kept 








and where bookkeeping facts were 
not used, even when presented, 
where the owners really thought 
they were making money, and did 
not know the real truth until failure. 

Another thing that the professor 
said is very interesting to the man 
who wishes to succeed. He was 
asked, ““What would you advise a 
business man should know to pre- 
vent failure?” 

“The one sure way,” he replied, 
“is to observe the fundamental prin- 
ciples of sound business practice. 
There are ten questions every man 
should be able to answer about his 
business at all times. His books 
should be in such shape that the cor- 
rect answers can be found within a 
few hours,” viz.: 

1. What salary are you paying 
yourself ? 

2. What were your family ex- 
penses last year? 

3. Is your salary more or less 
than the profits of your business 
last year? 

4. What were your net profits last 
year, and how much of it did you 
put into a reserve or surplus against 
the possibility of unexpected in- 
creases in overhead, such as rent, 
and to cover inventory deflation or 
other unforeseen contingencies ? 

5. What proportion of your sales 
are on credit? 

6. What were your net losses on 
credit sales last year? 

7. What common figure do you 
accept as the average net loss on 
credit sales in your line of busi- 
ness? 

8. What does your inventory 

(Continued on page 48) 
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This Newspaper Ad Pulls Replies 


T pays to have an advertising 

slogan for focusing public notice 
on a firm and its service facilities. 
This is the experience of the Man- 
hattan Sheet Metal Works, located 
at Manhattan, Kansas. Owing to 
the fact that Manhattan is a trad- 
ing headquarters for many farmers 
and residents of surrounding small 
towns, the Manhattan Sheet Metal 
Works recruits patrons from an ex- 
tensive territory. The firm’s slogan: 
“If It Is Made of Sheet Metal We 
Can Do It” gives both urban and 
rural prospective customers an ac- 
curate idea of its comprehensive 
service program. 

In this connection with this ad- 
vertisement it might be well to 
point out one or two features of 
newspaper advertising which con- 
tractors should bear in mind. 


First of all this particular ad has 
the value of using plenty of “white 
space.” Use of white space serves 
to set off the reading matter of the 
ad. Too many contractors feel that 
since they are paying out good 
money they ought to crowd just as 
much reading matter as possible in 
the space bought. 

That is all wrong, for today ads 
are read because they catch the eye, 
interest the reader and most impor- 
tant because there is a minimum of 
reading matter so that the reader 
can take in the whole ad in three 
or four passes of the eye. 


Second, there is a catch phrase— 


$POD ODES OO OOS 606005999 00000008 
> 


3 
; 
3 
: 
$ 
; 





212 Poyntz Ave 


PRSSHHESESOHEH OOOO OS SO SHOODD EDD 9D HO OSES O ODEO DH OOOO OO HOO OHS 9400046400640 0008 


Home Comfort—in which most 
readers are interested. That’s im- 
portant, but too frequently for- 
gotten. 

Third, this ad stresses economy 


aa 


“If It ls Made of Sheet Metal We Can Do It’’ 


Home Comfort 


is assured throughout the winter 
months if it is equipped with a 


Green Colonial 


Hot Air Furnace. 


These furnaces are scientifically designed to get the Max- 
imum of heat from the minimum of fuel—properly instal- 
led, these furnaces eliminates the always prevalent “heat 
question’ for winter—Let us estimate the cost of installa- 


tion in your home— 
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Manhattan Sheet Metal Works 


Plumbing and Heating of All Kinds 


Manhattan, Kansas 
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of heating, maximum of comfort 
and injects the suggestion that the 
heating man is qualified to give the 
home owner valuable suggestions 
on heating. The ad is good. 


, 
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A Bonus for 


VERYONE knows now, that 
E one of the best ways to sell 
more furnaces is to clean more fur- 
naces. But how to go about it 
usually scares us. We fear it will 
cost too much, usually, but we do 
want to clean furnaces to sell more 
furnaces. 

Then why not try a plan other 
contractors have used and found 


good—a special department, with 
no confusion, no extra cost. 

Why not let the clerk handle this 
department of cleaning furnaces? 
Let the clerk advertise for canvas- 
sers, employ and direct them, keep 
the easy records necessary? It is 
not difficult, and leaves the owner 
free for regular affairs, plus the 
cleaning jobs. 


40 


Cleaning Sales Does Wonders 


The dealer or a salesman can be 
the inspector and sell the repair 
jobs and the new furnaces. 

Put a bonus in the clerk’s pay 
envelope, say a quarter for each 
cleaning job. This will be an in- 
centive on top of the fun of run- 
ning a department. The combina- 
tion is a powertul builder of loy- 
alty, pep and profit. 
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Use These Ideas in Your Collection Letters 


HERE is one method of collect- 

ing past due accounts, gener- 
ally conceded to be the best. That 
is the personal call by the creditor. 
Probably the next best plan is a 
personal call by a tactful, intelli- 
gent representative. 

The debtor can easily ignore bills, 
statements, letters, but he has to say 
something when someone calls on 
him and asks him to pay. If he 
does not pay, he can be induced to 
make a promise, to set a date when 
he will pay. Another call on that 
stated date means either money or 
more promises. 

Personal collecting is not easy. 
It is not always practical. No dealer 
likes the collecting job and, if he 
sends out a representative, that in- 





Letter No. 1 


Dear Mr. Black: 


The balance due, after de- 
ducting the $100 credited to 
you at the completion of the 
work of installing your fur- 
nace, is $285.65. This is 
shown on the bill and state- 
ment sent you. 


We were glad to be able to 
extend credit to you for a 
large proportion of your bill, 
but you will realize your ac- 
count has now gone 30 days 
past the time when payment 
was due by our arrangement. 

Please put your check for 
$285.65 in the enclosed 





forgotten.” That sort of palaver is 
too mild to have the ring of a busi- 
ness-like request. Letters built up 
on such foundations are apt to be 
too mild. They speak softly, but 
they carry no big stick. It is one 
thing to be polite and ingratiating, 
but another to get the money. 

Another mistake is the use of 
stereotyped threats, actual or in- 
sinuated, that are not backed up by 
the action intimated. “Unless we 
hear from you before the first of 
the month, we shall feel obligated to 
take legal steps, “After the first, all 
unpaid accounts will be placed in 
the hands of our attorney,” “This 
account is long overdue. We must 
insist upon immediate settlement,” 
and other threats may cause the 
debtor to feel insulted before he 
realizes he is unfairly delinquent. 

When a man owes you money, 
however, you need make no excuses 
for asking him to pay it when due. 
The debtor is the one who ought 
to have to think up the excuses. 

Of course you want to keep the 
good will of your patrons, but it is 
possible to overrate the good will 
of a man who does not pay his 
bills. You ought to want to com- 
mand your patrons’ respect for 
business efficiency by showing you 
expect others to do as they agree. 

If, after the bill has been sent 
in proper form when due, there is 






cent.” Being a little afraid of that 
man, we approach him, whether by 
mail or in person, as if trying to 
steal up on him. That would be all 
right if we were seeking to take 
away from him something not be- 





Letter No. 2 
Dear Mr. Black: 


Just suppose— 

We owned you $285.65 we 
had agreed to pay at a cer- 
tain time, just as you agreed 
to complete payment for your 
furnace 30 days ago. 

And just suppose— 

We did not pay as agreed 
and did not come near you 
nor send any word, neglect- 
ing the matter for weeks 
after payment was due. 

Wouldn’t you feel we had 
treated you badly, unfairly? 
Wouldn’t you be looking us 
up to find out why we had 
not kept our agreement? 

You certainly would and 
we could not blame you. The 
money being yours by right, 
we would be in duty bound 
to see that you got it as 
promised. 

How would that be differ- 
ent from, let us say, the way 
you have treated our bill for 
$285.65, for a furnace in- 
stalled to your satisfaction 
and being used by you every 
day? 

We shall be expecting your 
check next Monday. Please 
don’t forget. 





stamped and addressed en- no payment, the first follow-up Yours very truly, 
~ velope and mail it to us to- ought to be strongly insistent, with 
day. Thank you. a real effort to get all or part of longing to us. But as a means of 
Yours very truly, the money at once. This will get getting what is ours by right, it 
more early settlements than will a lacks something of being the 
dividual probably dislikes the work weak beginning. A good, strong straightforward method. 
as much as the boss does and he is __ first letter may bring results. There Take a firm hold of delinquents 
apt to make it as easy for himself | is apt to be too much tendency to as if you mean business and ex- 
be as he can. The commonest method  soft-pedal the early appeals, de- pect to have your just rights re- 
a is to try to collect by mail. veloping force gradually, with the spected, and you will get better re- 
Two mistakes are common in col- debtor strengthening his resistence sults. Here is a stiff form letter 
ay lection letters. One is the use of | in the same degree. The following that does not get half-yawning at- 
ich expressions so tactful as to be weak is suggested as a good type of first tention: See Letter No. 2. 
al and ineffectual: “If convenient,” letter: See Letter No. 1. How many customers have you 
- “Your attention will. be appreci- There are some patrons of whom — ever lost because you made them 
- ated,” “We regret,” “We are one thinks, “I’ve got to be careful pay up? Not as many as you have 
<a in going after this man’s account 


sorry,” “We are in need of money,” 
“May we ask,” “You have probably 


or he'll get mad and I won’t get a 
41 


lost because you let them get away 
with indefinite extension of credit. 
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How to Get Sheet Metal’s 
Share of 1931 Business 


“How to procure ‘Sheet Metals’ 
Share of 1931 Business’ can be ap- 
proached from many angles. 

“Approximately a year and a 
half ago this country was in the 
throes of business prosperity. It 
may have been sound business pros- 
perity, or it may have been an in- 
flated business prosperity. At least, 
we had a period of so-called ‘busi- 
ness prosperity.’ The average indi- 
vidual or working man was earn- 
ing large wages or salaries and he 
was riding on the crest of this so- 
called ‘business prosperity.’ He was 
spending his large salary or wages 
as fast as he earned them and in 
many instances faster. He saved 
very little money. He obligated 
himself on time payment pur- 
chases, little expecting that just 
around the corner a period was 
waiting which would break the bub- 
ble with rainbow colors. 

“Then in the fall of 1929 the 
Bubble burst. Business Depression 
followed. The immediate reaction 
was that there was a general re- 
trenchment in so far as buying on 
his part was concerned. This lock of 
buying on the part of the multitude 
brought about ‘hard times’ or ‘busi- 
ness depression.’ Even though a 
earner had not lost his job or had 
not been reduced as far as earning 
capacity was concerned, he had 
learned a lesson from his neighbor 
that it was good policy to save 
some money for a rainy day. 

“We are now entering a period 
of partial optimism and are begin- 
ning to realize that a certain amount 
of money will be spent in 1931, and 
if we—the sheet metal contractors 
of this country—particularly of this 
State of Indiana, will ‘beat the 
Starter’s Gun’ and cash in on our 


*Address at convention of Sheet Metal 
and Warm Air Heating Contractors’ As- 
sociation of Indiana. 


By R. S. SCHMIEDER* 
Milcor Steel Co. 


share of this money which will be 
spent in 1931, we will have taken 
the first step toward increasing 
business and better business condi- 
tions. 

“Sheet Metal Contractors, as 
mentioned in my opening remarks, 
may be divided into two classes. 
First—Those specializing in sheet 






































This is the front of the store build- 
ing. The text tells row much of 
this might be sheet metal 


metal work on large buildings and 
factories. Second—Those following 
work on smaller and residential 


buildings. 

“It is a foregone conclusion that 
there are active and inactive con- 
tractors in each of these divisions. 
A greater percentage of the sheet 
metal contractors today are special- 
izing in work on smaller and resi- 
dential buildings, but those who are 








specializing in sheet metal work on 
large buildings and factories are 
entering into an era where it will 
be easier for them to sell sheet 
metal work than it has been for 
many years. It seems as though the 
use of building materials, the style 
of architecture, and the class of 
buildings being built year after year 
travel in cycles as everything else 
seems to do. 


“In Milwaukee, the Gimbel Bros. 
Department Store is adorned with 
copper spandrels and panels, copper 
cresting and ornamental work. 

“Now in the instance of the Gim- 
bel Bros. Department Store, the 
original specifications and plans 
called for ornamental panels, orna- 
mental cresting and canopies made 
of cast iron. Realizing the possi- 
bilities of sheet metal on such a 
job, the Louis Hoffman Company 
of Milwaukee interviewed the ar- 
chitect and the owners of the build- 
ing and requested an opportunity to 
submit a proposal on this orna- 
mental work and the panel work of 
copper instead of cast iron. This 
permission was granted, and it was 
my pleasure to develop details on 
the job in conjunction with the 
Louis Hoffman Company. The 
Louis Hoffman Company was suc- 
cessful in securing the contract to 
install the 36 copper panels which 
were approximately 3x20 ft. long, 


























The side elevation. Brick and stone made up most of the original specifica- 
tion. But the live sheet metal contractor can change this 
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as well as all of the copper orna- — sheet metal work, read as follows: 
mental work on the show windows, “Flashing: 


canopies, etc. All of this work was “The chimney and parapet walls 
shall be flashed with No. 26 galv. iron 


specially designed or modeled under painted on both sides before installing. 
the personal supervision of the «Gutter and conductor: 

architect and the sheet metal job “Gutter and conductor pipe shall be 
stamped from copper naturally pre- _—‘ furnished per plans, using No. 26 galv. 


sented a very pleasing and satis- iron. Gutter to pitch to outlets with 
factory appearance no less than %-in. drop in 10-ft. run. 


on : Conductor to be standard size 4-in. 
are “After this job was completed, round. 
will I became curious to know more 


1eet about the cost of this job and I in- it 
uired of the architect h h 
for q Oy ae Phe back of the pn, Dow smovr 








the more the copper work cost than the _puilding “contains 
tyle cast iron, for I certainly expected } he , perl : 
of that they were glad to pay a pre- and downspout. eel [| ; 
ear mium for this work to be made of oo is all = 
else copper, and he very politely in- the bar 'seatiten: ‘ L_| 

formed me that they had saved =, Read bo 
08. $7,000.00 on the entire installation. ©" “** # & 
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metal contractor had half a dozen 
or more competitors bidding against 
him for this $35.00 job. 

“The sheet metal contractor who 
has a spark of ingenuity to increase 
his sales will submit an alternate 
bid on the same _ specifications, 
agreeing to furnish all materials to 
be made of Armco Ingot Iron, Ton- 
can Metal, or other similar higher 












































ith “Realizing that the majority of 
those present may be contractors of 
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that division, I have prepared a Alternate additions: : 
Contiets eum of ¢ olen wheeeh “Metal main cornice and lintel cor- 
im- age P 1 P , y nice, coping, ventilator, skylight, metal 
the the sheet metal contractor can in- ceiling and walls, furnace “installation 
os crease his business. This plan, or and flat seam metal roof. 
na- any similar plan, should be adopted “These specifications are typical for 
wn by every sheet metal contractor and “his type of plant. 
followed dilient! The sheet metal conductor having 
$S1- a gently. received the plans and specifications 
ra We have before us blueprints above referred to, submitted a_ bid 
ny 
ar- SS S&S ot a 
Id- iz 
to 
na- : | 
of 
his 5 _ 
yas oI 
on 
| 
he : 
‘he ' 
— > + 
to neue =p «| 
ch ; ai 
1g A plan view store. In place of plaster ceiling, why not metal ceiling, also 
’ metal partitions and metal side walls? 
which purport to be a typical plan which is typical of the average bid 
of a one-story building with rooms which might be submitted by a sheet 
nse pane “Siete plans were pre- metal contractor. This bid read as 
‘ a HP 7 follows: 
pared by a combination architect “Sis Sentie eumpees to tenth wed 
and contractor. You will note the install No. 26 gauge galvanized box 
square front and one way sloping gutter with 1 downspout to sewer 
: roof. The floor plan shows a store connection, nectsanry chimney and 
oily Gam gaia t-te cone. "Tie parapet wall flashing for building per 
» plans and specifications. All work to 


sheet metal specifications for this  j- done in first-class, workmanlike 
building, as submitted to the sheet manner, $35.00.’ 
metal contractor for a bid on the “In all probability, this sheet 





grade materials at approximately 
$42.00. You will note that this is 
20 per cent more than the bid on 
the Open Hearth Galvanized ma- 
terial, although his cost would not 
be 20 per cent more. You will 
readily perceive that this sheet 
metal contractor, if he presents the 
proper arguments and closes the 
sale for the better grade of mate- 
rial, will not only have increased 
his gross sales by 20 per cent, but 
will also have increased his profits, 
because the margin of profit on that 
class of work is greater. 

“You will note the typical plan 
called for stone coping, no cornice, 
plastered ceilings and walls, no ven- 
tilators, no skylights, and as heat- 
ing is not specified, no doubt stove 
heat or hot water heating will be 
used. For the roofing a prepared 
built-up roofing is to be furnished. 
The live wide awake sheet metal 
contractor should submit his bid as 
follows : 

“First. He will submit a bid on 
specifications as called for on the 
plans in order to be competitive 
with the sheet metal contractor, 
who bids the ‘one track way!’ 

“Second. He will submit the 
following recommendations and 
proposals as alternates: 

“In addition to above, we re- 
spectfully submit the following rec- 
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ommendations and proposals as 


alternates : 


“Tn place of the stone caps over the 
front wall, we will furnish and install 
a 24-in. girth O. G. cornice made from 
No. 26 gauge galvanized iron com- 
plete with return miters, ends and 
top @ $45.00 


“*No. 26 gauge galvanized 12-in. 
awning cover or lintel cornice over 
front display window @...............- $15.00 

“‘No. 26 gauge galvanized iron 
coping for tops of two side brick 
walls @ $35.00 

‘‘A store building of this kind 
should have a metal ceiling for econ- 
omy in maintenance, general appear- 
ance and sanitary reasons. We will 
furnish and install a metal ceiling with 
6-in. deep cornice of suitable design 
to be selected by owner, complete on 
wood furring strips in ceiling of store 


eee $187.50 
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“‘Three only 12-in. ventilators prop- 
erly distributed are suggested for re- 
moving the dead air between roof and 
ceiling. These can be furnished and 
installed @ $30.00 

“*A 6x8-ft. skylight placed in center 
of store about 32 ft. from front will 
produce sufficient natural light sothat 
electricity need not be consumed dur- 
ing daytime. 

“*This will be equipped with venti- 
lators which will exhaust the impure 
air in the building, ventilators to be 
equipped with regulating dampers. 
Such skylight complete with wired 
glass installed, we will furnish @ $60.00 

“We will also furnish and install a 
40-lb. coated terne roof on top of 
building using 14x20 sheets with flat 
lockseam nailed and joints sweat- 
soldered @ $135.00 

“‘A warm air furnace with 24-in. 
firepot of reputable manufacture, com- 
plete with three runs of hot air pipe 
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and two cold air returns will be in- 
stalled @ $200.00 

“All foregoing items and instaulla- 
tions will be fully guaranteed against 
defects for a period of one year from 
date of completion.’ 

“With each of these alternate 
proposals, he will also submit the 
necessary circular and catalog mat- 
ter and arguments in favor of the 
materials which he proposes to use, 
and if he is a salesman, he is sold 
100 per cent on the trade which he 
represents and he will usually come 
out with an order for some or all 
of these alternates. 

“The total of these alternates is 
$707.50, based on figures above 
mentioned, and which is more than 
2,000 per cent increase over the 
original bid.” 
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A Simple Method for Increasing 
Humidity Absorptive Surface 


Y WIFE complained about 

the “dry air” from our warm 
air heater. She said that it was 
affecting her nose and throat. 

I remedied the situation by “in- 
creasing the area of water surface” 
in the moistening pan as shown in 
the sketch herewith. I simply placed 
terry cloths (old toweling) in the 
pan in such a way that the cloths 
both dipped into the water and 
hung over the edge. 

The cloths keep moist continually 
and give up moisture more rapidly 
than is possible when only the sur- 
face of the water in the pan is ex- 
posed. The cloths are more directly 
in the path of air travel, and, in 
addition, they add greatly to the 
area of moist surface exposed to the 
circulating air. The greater the sur- 
face exposed, the better. Also, the 
warmer the moisture when exposed, 
the better, because warm water 
evaporates much more rapidly than 
cold air. 

The use of the cloths has in- 
creased the consumption of water 


more than 500 per cent. The con- 
sumption of water could be in- 
creased still more by adding more 
cloths and increasing the moistened 


area, but the air is sufficiently hu- 
mid now and the wife is well 
pleased. Nose and throat dryness 
no longer exist. 
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Michigan Sheet Metal and 


Roofing Contractors Convention 


HE twentieth annual conven- 
[ee of the Sheet Metal 
Contractors’ Association of 
Michigan was held March 3, 4 and 
5, at the Hotel Bancroft, Saginaw, 


Michigan. 


Wednesday Morning 
At the opening session Tuesday 
afternoon Mayor Albert Tausend 
of Saginaw extended the official 
welcome to the gathered delegates. 
President A. F. Martin, his fellow- 
townsman, responded. 


Credits 

The first speaker was Wm. 
Rorke, manager, Saginaw Allied 
Construction Industries, who spoke 
on “Credits.” Mr. Rorke explained 
how the Allied Construction Indus- 
tries co-operate with the Saginaw 
local retail merchants credit bureau. 
He pointed out that in Saginaw it 
was extremely difficult to start the 
credit bureau, but now Saginaw has 
the largest membership of any city 
under 100,000 in the country. 


The Steel Industry 

The next speaker was A. A. 
Johnson, sales manager, Sheet Di- 
vision, Republic Steel Corporation, 
Youngstown, Ohio. 

Mr. Johnson said his subject, 
“The Steel Industry,” was too big 
a subject to even begin to cover, but 
he would like to point out a few 
facts of interest at this time. 

He began by giving a brief sketch 
of life today to show how steel 
plays an important part in everyday 
life. Mr. Johnson stated that in 
1889 the production of steel was 
five million tons, and in 1929, forty 
million tons. 

It was pointed out that the steel 
industry as a whole kept up wages 
and held employes on the pay roll 
remarkably well in 1930. This de- 
pression, he stated, was the first in 
history that the steel industry has 


passed through without making 
drastic cuts. December, January 
and February, 1931, have each 
shown a substantial increase in 
production. Furthermore, the Re- 
public has chosen this period to 
spend millions of dollars on im- 
provements and advertising. 

As a suggestion for 1931 opera- 
tions, Mr. Johnson said: “We must 
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interest the buying public and get 
new customers through sales effort. 
Let the other fellow take the jobs 
on which we can’t be sure of mak- 
ing a legitimate profit.” 


Where Do We Go from Here? 

The final speaker of the first 
day’s session was Elton Raymond 
Shaw, field secretary, United States 
Chamber of Commerce, Washing- 
ton, D. C. 

Picking up a quotation from 
Macauley—“A single breaker may 
recede, but the tide is coming in,” 
Mr. Shaw stated that if the six 
million business men in the United 
States would accept that challenge 
the present business depression 
would pass very rapidly. 

Business men today are asking 


the question, “Where do we go 
from here?” 

“Experiments by scientists,” Mr. 
Shaw stated, “show that one oyster 
cracker or one half of a salted pea- 
nut will give a man enough energy 
to think intensely on an important 
problem for one hour.” 

If we won’t believe that, said the 
speaker, here is something more— 

“Roger Babson claims that only 
2 per cent of the population give us 
our business, our books, plays, in- 
ventions, etc., and another author- 
ity claims that 90 per cent of the 
people have no definite aim in life.” 


“If these authorities are giving 
us the facts,” said Mr. Shaw, “then 
it stands to reason we need to use 
more oyster crackers—do more 
thinking.” 

Mr. Shaw stated that this coun- 
try has gone through twenty-one 
major depressions and has always 
come out of them stronger than 
ever. “We must look up and plug 
harder,” he said. “We can’t let any 
depression lick us.” 

Mr. Shaw stated that he be- 
lieved the depression was too well 
advertised and that. the big accom- 
plishments of 1930 were rarely 
mentioned. Many lines of business 
did more business in 1930 than in 
1929. 

Mr. Shaw stated that more than 
ever our big job is to merchandise 
our products and services. “The 
public has never accepted new ideas 
or inventions until they were sold 
by salesmen and advertising men.” 

One of the highlights of this ad- 
dress was a list of thirty-four 
reasons given by various people for 
the depression. 

Most of these were guesses or 
what people wanted to believe and 
only in this respect did they con- 
tribute to the reason for the de- 
pression.” 
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“Don’t guess about your busi- 
ness,’ Mr. Shaw advised, “read 
your trade journals for informa- 
tion.” He said the man who said 
he didn’t have time to read his 
business papers didn’t have time for 
business. 


The Bowling Tournament 

Following Mr. Shaw’s very inter- 
esting and inspiring talk Gus 
Edele announced the bowling 
schedule and the boys left to do 
battle. 

In the evening the bowling league 
had a buffet lunch and a real jolly 
get-together. 


Wednesday Morning 

Edwin A. Scott, Editor Sheet 
Metal Worker, was the first speak- 
er of the second day’s session. His 
subject was “The Trend of the 
Warm Air Heating Industry.” Mr. 
Scott stated that after a six-year 
period of a downward trend the 
past few months have seen a de- 
cided change for the better. 

“While the number of furnaces 
manufactured has been less,” he 
said, “the number of high grade 
warm air furnace installations has 
greatly increased.” 

“Many more warm air heating 
installations are going into high- 
class homes today than ever be- 
fore,” Mr. Scott said, “and where 
price was formerly the chief argu- 
ment in selling furnaces, today it is 
far from the important item in con- 
nection with high grade business.” 

Harry E. Rhodes, Rhodes Man- 
ufacturing Company, Grand Rap- 
ids, Michigan, next gave a short 
talk on “Square Casings and Multi- 
Heat Radiators” using charts to 
bring out his ideas. 

These charts will be reproduced 
together with Mr. Rhodes’ ideas on 
casings and radiating surfaces in an 
early issue of AMERICAN ARTISAN. 


Wednesday Afternoon 
Fred R. Bishop, of The Brundage 


Company, Kalamazoo, Michigan, 
was the first speaker on the after- 
noon program and he spoke on 
“Forced Air Heating.” 

Mr. Bishop had floor plans of a 
residence and he laid the job out 
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for a blower installation for the 
audience, using a method of his own 
for figuring a blower job, using the 
Standard Code as a base. 

Mr. Bishop explained that he 
ordinarily uses the B.t.u. method in 
figuring all blower installations and 
merely gave this layout to better 
explain why the code method does 
not apply to blower installations. 


Forced Air Heating 

The next speaker was Albert J. 
Nydam of Grand Rapids, Michigan, 
and his subject was “My Experi- 
ence in Forced Air Heating.” 

Mr. Nydam advised local asso- 
ciations to give more of their meet- 
ing time to study of plans, Standard 
Code, estimating, etc. He stated he 
believed it better policy to make 
conservative claims and not be too 
enthusiastic as to what a blower 
will do. “The blower will cer- 
tainly do a lot but we should not 
claim too much for cooling, as some 
folks will get the wrong idea. If 
we merely tell them what it will do, 
the customer will still want it.” 

Congressman Arthur P. Lam- 
neck of Columbus, Ohio, was intro- 
duced and gave a peppy talk in 
which he stated: “All of us, manu- 
facturers and dealers, must wake 
up and wake up fast if we are to 
retain the warm air heating busi- 
ness.” 

Arthur F. Frazee spoke next, his 
subject being “Gas Heating.” 

The highlights of this talk were— 

“Furnaces are specialties and 
must be sold by specialty methods. 
Warm Air Furnaces are the nearest 
to a necessity of any of the special- 
ty apparatus offered since artificial 
heat is a prime necessity of human 
life. 

“Competition among furnace 
dealers is not nearly as keen as be- 
tween furnaces and other special- 
ties. When the furnace dealer and 
manufacturer realize that, their in- 
terests are common there will be 
less cut-throat competition and 
more intelligent merchandising. 

“The great trouble with the in- 
dustry is that manufacturers placed 
their agencies in the hands of 
craftsmen and neglected to make 
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merchants of them. The one out- 
standing success in warm air heat- 
ing was built by an organization 
that placed merchandising first. 

“Positive circulation, conditioned 
air and automatic fueling are al- 
ready on the horizon and the public 
is coming to demand this more 
complete service. 

“If warm air is to hold its place 
of preference there must be a new 
degree of leadership on the part of 
the manufacturer. High class equip- 
ment must be sold by merchants at 
a price that will permit the installa- 
tion of equipment that will do all 
that is claimed for conditioned air. 
To permit make-shift equipment to 
be sold at a price will mean demor- 
alization. 

“T believe the last word in auto- 
matic fueling arrives with the avail- 
ability of gas at a moderate price. 
Gas is the only thing that burns. 
Its rapid development in America 
has been startling. Based on the 
past estimates as of February, 1930, 
the gross revenue for 1929 ex- 
ceeded four hundred million dollars 
for artificial gas against two hun- 
dred ninety-six million in 1919, an 
increase of 104 per cent. The in- 
come from natural gas increased 
from three hundred thirty million 
to five hundred fifty million, or 65 
per cent. In point of volume natu- 
ral gas doubled in the past six 
years.” 

While this meeting was in prog- 
ress, Wm. W. Busch, President of 
the Detroit local, held a meeting of 
the Slate, Tile and Built-up Roof- 
ing men in another room. 

Mr. Sim Rising, of the Rising 
and Nelson Slate Company, West 
Pawlet, Vermont, expressed his 
opinions on the several subjects. 

Following a discussion of Built- 
up Roofing, Mr. Clive, of Johns- 
Manville Corporation, gave some 
very fine suggestions and interest- 
ing information. 


Banquet and Entertainment 

In the evening the Saginaw 
Sheet Metal and Roofing Contrac- 
tors’ Association provided a splen- 
did banquet and entertainment. 


(Continued on page 50) 
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Missouri Sheet Metal Contractors 
Stage Interesting Convention 


HE past year may have been 
"| atte dull for business, but 

the sheet metal contractors of 
Missouri must have fared rather 
well. At least many of the members 
of the State Association showed 
plenty signs of prosperity and op- 
timism. They came from all sec- 
tions of the state in healthy num- 
bers to attend the 11th annual con- 
vention of the Missouri Sheet 
Metal Contractors’ Association 
which was held February 24 and 25 
at the Statler Hotel, St. Louis, Mis- 
souri. 

When President Benjamin Kol- 
benschlag called the convention to 
order the room was full of “Show 
Me” boys. The morning session 
was given over to registration and 
appointment of committees. The 
first speaker of the afternoon was 
F. J. Jeffrey, assistant superinten- 
dent of vocational education, St. 
Louis, Missouri. 

Mr. Jeffrey said that his records 
show that the sheet metal, as well 
as other trades, report an ever in- 
creasing lack of good all around 
journeymen. In the past years many 
such journeymen came from 
Europe but that source has been cut 
off considerably and the problem 
has to be met and solved by a defi- 
nite program of training American 
boys to fill the ranks. 

“I understand,” Mr. Jeffrey said, 
“that your organization has no pro- 
gram or plan of training appren- 
tices.” He stated that he believed 
it the duty of the Association to 
formulate such a plan and he rec- 
ommended that a committee be ap- 
pointed to follow up the suggestion. 

“The young man of today,” said 
Mr. Jeffrey, “is no different than 
the young man of years ago. He 
will seek opportunity in the sheet 
metal trade or business if he can 


see the ultimate reward for the 
training he must necessarily go 
through.” 

Mr. Jeffrey stated that the hit 
and miss method of selecting ap- 
prentices leaned too much to selec- 
tion of strong backs and arms 
rather than the correct balance of 
brains, brawn and a liking for the 
work. In St. Louis, Mr. Jeffrey 
pointed out the sheet metal trade 
has taken such an active interest in 
vocational education that the sheet 
metal classes lead all others. 
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RAAAAAAAA A 


E. B. Langenberg was the sec- 
ond speaker and his subject was 
“The Trend in Warm Air Heat- 
ing.” Mr. Langenberg pointed out 
that since 1925 there has been a 
steady drop in warm air heating 
business and a drop in residential 
building. He cited facts, however, 
to prove that just such periods give 
incentive and time for that thought 
and development which is always 
neglected in boom times. 

Mr. Langenberg announced that 
the eighth edition of the Standard 


Code would soon be published con- 
taining additional installation data. 


Mr. Langenberg emphasized ad- 
vertising to the public—of telling 
everybody about the advantages of 
warm air heating and not just sell- 
ing furnaces. He told the men to 
make plans of every job—to be sure 
of their engineering—to talk hu- 
midity—air motion—comfort, etc., 
in talking to prospects. 

“The public is demanding con- 
venience, humidity, health and the 
live warm air heating must and will 
be alert and give them these things,” 
he said, “and this action on the part 
of the public is forcing all of us to 
do better engineering and eliminate 
guess work.” 


Evening Program 

After a full day of work the 
members joined their wives and 
friends at an excellent banquet at 
the Statler Hotel. A gala evening 
prevailed, everybody feeling in a 
holiday mood what with noise mak- 
ers, paper hats, balloons, excellent 
food and a complete absence of 
speakers. Following the coffee and 
cigars the floor was cleared and a 
number of entertaining vaudeville 
acts were presented. Following this 
the gathering enjoyed themselves 
dancing. 

Julius Seidel, general chairman 
of the Construction Industries Divi- 
sion of the Better Business Bureau 
of St. Louis, told about the activi- 
ties of this organization. 

“The trend today,” said Mr. 
Seidel, ‘is to produce efficiency in 
business and the one big thing is a 
correct knowledge of overhead.” 

He stressed the fact that no 
dealer can afford to sit back or 
cling to old methods if he desires 
to stay in business because the pro- 
ducers of raw material as well as 
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manufacturers are vitally interested 
in the public or the consumer mar- 
ket. 

Mr. Seidel told in some detail 
how his branch of Better Business 
Bureau operated —how it asked 
each man in each trade or business 
to offer suggestions. He told of the 
work involved in producing the 
Standard Practice Specifications 
book which they have published for 
building construction. “Fortu- 
nately,” said Mr. Seidel, “the warm 
air heating industry and the sheet 
metal industry has standard prac- 
tice codes or specifications which 
simplified the work on these two 
branches.” 


Jack Stowell, special representa- 
tive of the National Warm Air 
Heating Association, spoke next 
and his subject was “Three Things 
Which a Man or Business Needs 
to be Successful.” Jack Stowell is 
a dealer himself so the boys perked 
up to listen. 


“The first thing that is needed,” 
said Mr. Stowell, “is quality.” He 
said he was going to pass over the 
obvious things such as quality ma- 
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terial, quality products and quality 
workmanship. The quality he re- 
ferred to especially in reference to 
the warm air heating and sheet 
metal man was the appearance of 
quality—in his place of business, 
his manner of doing business, and 
the making of a sale or doing of a 
job. 

“Too many of us,” he said, “have 
places of business that do not at- 
tract the public. The second thing 
necessary for a success is to make 
a profit.” Here again he stated he 
would pass over the obvious rea- 
sons such as making a profit so that 
we can pay our bills, pay our help 
and secure food and shelter. 

“We must make a profit so that we 
can set aside a reserve fund to take 
care of bad business periods. We 
must make a profit to be successful 
so that we can be respected in the 
community and actually be success- 
ful by being financially healthy be- 
cause nowadays unless we are suc- 
cessful financially very few people 
will look upon us as being a suc- 
cess, no matter how good a sheet 
metal or furnace man we may be. 

“The third thing we must have is 
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the habit and practice of asking 
people to buy.” Jack went into de- 
tail about dealer advertising in all 
forms and gave actual cases of how 
the warm air heating man should 
sell. “We must go after business 
like other business men,” he said, 
“and wake up to the fact that no 
matter how well we know that 
warm air heating is the best form 
of heating, it will not buy us prof- 
its or business unless we tell the 
people in our community about it.” 

W. C. Markle, secretary of the 
National Association of Sheet 
Metal Contractors, was the final 
speaker of the convention. He told 
about the work of the Association 
and the sale of the book, “Stand- 
ard Practice in Sheet Metal Work.” 

Following Mr. Markle, President 
Kolbenschlag announced the fol- 
lowing appointed on the Vocational 
Education Committee : 

Jos. Bence, St. Louis; E. D. 
Cuddy, St. Louis; C. Sundahl, 
Kansas City; W. R. Seaman, St. 
Joe; Clyde Raymond, Springfield. 

Springfield is the next convention 
city—dates to be announced later as 
set by board of directors. 





LET’S MAKE MONEY 
(Continued from page 39) 


show? (That is, the average value 
of the amount of stock you carry.) 


9. What common figure do you 
accept as representing the average 
turnover in your line of business? 
(In other words, how many times 
did you sell and completely replen- 
ish your stock last year ?) 

10. What is the total amount of 
assets invested in your business? 
(That is to say, if you figure your 
original capital, together with all the 
sums subsequently invested, less de- 
preciation or assets or plus appre- 
ciation, you will then be able to 
determine your percentage of profit 
on your investment. Are your books 
in shape that you can do this?) 

“If you cannot answer these 
questions, I do not say that your 


business is going to pieces. It may 
be in fairly good shape because of 
your judgment or luck in purchas- 
ing and selling. Nevertheless, if 


you cannot answer them, you are 
absolutely without a compass for 
guidance either under normal con- 
ditions or in an emergency.” 





There’s a lot of you readers now do- 





ing or about to do gas furnace heat- 
ing. Probably your information on 
gas furnaces is none too good. We 
will begin publication in the next 
one or two issues of a series of short 
articles on simplified facts for users 
of gas equipment. Watch for the 


articles 
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“Time-O-Stat” Control 
From Moser Brothers, Sabetha, Kan- 
sas. 

Can you give me the name and ad- 
dress of the company that makes the 
“Time-O-Stat” Control? 

Ans.—Time-O-Stat Controls Com- 
pany, Division Minneapolis-Honeywell 
Regulator, Company, Minneapolis 
Minnesota. 


“Everdur” Metal 
From Barrios & Acosta, Pensacola, 

Florida. 

Where can I get quotations on ven- 
tilators and flat sheets of Everdur 
Metal in 20 and 22 gauge? 

Ans.—American Brass Company, 
Waterbury, Connecticut. Chicago of- 
fice: 1326 West Washington Boule- 
vard. 


Second Hand Punches 
From Larson Brothers, Yankton, 
South Dakota. 
Who handles second hand punches? 
Ans.—Interstate Machinery Com- 
pany, 601 West Monroe Street; Maple- 
wood Machinery Company, 2638 Ful- 
lerton Avenue; both of Chicago. 


Tractor Radiator Repairs 

From J. H. Barnett, Dodge City, Kan- 

sas. 

Where can I get flat tubes for trac- 
tor radiator repairs? 

Ans. — Faber-Schneider Radiator 
Company, 2317 South Wabash Avenue, 
Chicago, Illinois. 


Second Hand Sheet Metal Tools 
From Roy L. Cobb, Spencer, Iowa. 

Who handles second hand sheet 
metal tools? 

Ans.—Interstate Machinery Com- 
pany, 601 West Monroe Street; Maple- 
wood Machinery Company, 2638 Ful- 
lerton Avenue; both of Chicago. 


“A.B.C.” Oil Burner 
From Waldburger Brothers, Merrill, 

Wisconsin. 

Who manufactures the “A.B.C.” 
range oil burner? 

Ans.—Automatic Burner Corpora- 
tion, 1823 Carroll Avenue, Chicago, 
Illinois. 

Electric Key Hole Saws 
From Waldburger Brothers, Merrill, 
Wisconsin. 





Where can I get electric key hole 
saws? 

Ans.—Waco Tool Works, 5216 West 
Kinzie; J. D. Wallace & Company, 134 
South California Avenue; both of Chi- 
cago. 


Red Spanish Concrete Roof Tile 
From Walter A. Sargent, Pekin, IIli- 
nois. 
Who manufactures red Spanish con- 
crete roof tile? 


Ans.—Hawthorne Roofing Tile Com- 
pany, 5850 Ogden Avenue, Chicago, 
Illinois. 

Radiator Cores 
From H. Kummert, Chicago, Illinois. 
Where can I get radiator cores? 


Ans. — Faber-Schneider Radiator 
Company, 2317 South Wabash Ave- 
nue, Chicago, Illinois; Fedders Manu- 
facturing Company, 5101 West Madi- 
son Street, Chicago, Illinois; G. & O. 
Manufacturing Company, New Haven, 
Connecticut; McCord Manufacturing 
Company, Detroit, Michigan; Perfex 
Radiator Company, Racine, Wisconsin; 
Terwedo Manufacturing Company, 
Oshkosh, Wisconsin. 


Coal Stokers 
From R. H. Vandevelde & Company, 
Dyersburg, Tennessee. Kenosha 
Sheet Metal Company, Kenosha, 
Wisconsin. Otis Burton, Orleans, 
Indiana. 
Who manufactures coal stokers for 
warm air furnaces? 


Ans.—List mailed. 


Incinerators 
From Fairmont Wall Plaster Com- 
pany, Fairmont, West Virginia. 
Who manufactures incinerators suit- 
able for burning paper wrappings and 
straw board cartons from a dry goods 
store? 


Ans.—Economy Incinerator Com- 
pany, 228 North LaSalle Street; Ker- 
ner Incinerator Company, 612 North 
Michigan Avenue; Mid-West Incinera- 
tor Company, 154 Erie Street; all of 
Chicago. 


Gas Fired Warm Air Furnaces 
From Peerless Electric Company, 

Warren, Ohio. 

Who manufactures gas fired warm 


air furnaces? 
Ans.—List mailed. 


(@ax YOU TELL ME ra 


Sheet Metal Garages 
From G. T. Magee, Fredonia, Penn- 
sylvania. 

Where can I get sheet metal ga- 
rages? 

Ans.—Martin Steel Products Com- 
pany, Mansfield, Ohio; Milcor Steel 
Company, Milwaukee, Wisconsin; 
Stefco Steel Company, Michigan City, 
Indiana; Thomas & Armstrong Com- 
pany, London, Ohio; Trachte Broth- 
ers Company, Madison, Wisconsin; 
Western Steel Products Company, 130 
Commonwealth Avenue, Duluth, 
Minnesota. 


“Vapo” Oil Stove 
From “Forshaw” of St. Louis. 
Who manufactures the “Vapo” oil 
stove? 


Ans.—The Vapo Stove Company, 
Lima, Ohio, has been out of business 
now for about six years. However, 
the Engman Range Eternal Company, 
Goshen, Indiana, has bought the pat- 
terns and can furnish repair parts for 
the “Vapo” oil stove. 


Furnace Vacuum Cleaners 
From The Peerless Foundry Company, 
Inc., Indianapolis, Indiana. Orange 
W. Smith, Rockford, Illinois. 
Who manufactures furnace vacuum 
cleaners? 


Ans.—Brillion Furnace Company, 
Brillion, Wisconsin; Densmore & 
Quinlan, Kenosha, Wisconsin; The 
Kent Company, Inc., 102 Canal Street, 
Rome, New York; National Super 
Service Company, Toledo Factories 
Building, Toledo, Ohio; B. F. Sturte- 
vant Company, Hyde Park, Boston, 
Massachusetts. 


Metal Boat Patterns 
From Arthur Brewer, Sioux Falls, 
South Dakota. 
Where can I get metal boat pat- 
terns? 
Ans.—H. F. Thompson Boat & Pat- 
tern Works, Decorah, Iowa. 


Register Shields 
From J. D. Gerken Company, Toledo, 
Ohio. ; 
Who manufactures register shields? 


Ans.—Beh & Company, 1140 Broad- 
way, New York City; Hall-Neal Fur- 
nace Company, 1322 North Capitol 
Avenue, Indianapolis, Indian. 
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MICHIGAN CONVENTION 
(Continued from page 46) 
The concluding speaker was H. 
Martin Bodfish, Secretary, Building 
and Loan League, Chicago, who 
spoke on “Business Conditions.” 


Auxiliary Banquet 
At 7:00 o'clock everybody met 
in the large ballroom for the Fif- 
teenth Annual Banquet of the 
Travelers’ Auxiliary. 


Michigan Travelers’ Auxiliary 
Meeting 

As usual the Michigan Auxiliary 
held a lively meeting. 

Secretary Alfred A. Greene was 
highly commended for his work as 
the books showed a membership 
increase of twenty-three over last 
year. 

Frank Ederle, Secretary of the 
Parent Association, was elected an 
honorary member for life. 


1931 OFFICERS 
President—F. C. Bowers. 
Vice-Pres.—Merton B. Allan. 
Secy.-Treas.—Alfred A. Greene. 


Chairman of Membership Com- 
mittee—Alfred A. Greene. 


Sergeant-at-Arms—W alter G. 
Gramm. 


Preliminary Announcement 
on Illinois and National 
Sheet Metal Convention 


It has been formally announced that 
the Sheet Metal Contractors Associa- 
tion of Illinois will hold its annual 
convention in Chicago on Tuesday, 
May 12, with headquarters at the Con- 
gress Hotel, Congress St. and Mich- 
igan Ave. 

The state convention will be imme- 
diately followed by that of the Na- 
tional Association of Sheet Metal Con- 
tractors, holding a three-day session— 


May 13, 14 and 15—with delegates 
from every section of the United States 
and Canada. All interested in the 
sheet metal, roofing and warm-air 
heating industry are cordially invited 
and urged to attend the state and na- 
tional conventions. 

As in the past, the Travelers Auxil- 
iary will be responsible and act as 
hosts for one evening’s entertainment 
for the state association. In fact, this 
is the principal reason for the organi- 
zation of the auxiliary. 

President Gottschalk, with the assis- 
tance of the officers and directors, and 
untiring co-operation of the local 
bodies, has arranged for an evening 
EXTRAORDINARY —a real Get- 
Together Carnival Dance, with all the 
trimmings, hot music, unusual illumi- 
nation, refreshments, favors, confetti, 
souvenirs for the ladies, and a live 
floor committee to see that no one is 
allowed to become a wall-flower. 

The convention will be held in the 
Florentine Room and the banquet will 
be in the Gold Room of the Congress. 
The Florentine Room is considered by 
travelers without rival in beauty, acous- 
tics and furnishings, while the Gold 
Room is one of America’s show rooms. 


FAN BLAST ENGINEERING 
(Continued from page 33) 

6-7 are considered as any variation 

in room temperatures desired will 

vary our factor for the room. 

Item 15 is wall loss B.t.u. per 
hour. Item 12 (net wall area) times 
factor item 7 will give us the 
answer for item 15. 

Item 16 is window loss B.t.u. per 
hour. Item 11 (expd. window 
gross area) times factor item 6 will 
give us our answer for item 16. 

Item 17 is item 15 plus item 16. 
These two we add for the calcula- 
tion of item 18 as exposure allow- 
ance is figured for wall and glass 
only. 

Item 18 is item 17 times the fac- 
tor in upper left hand corner desig- 
nated by item 13. 


Kentucky Sheet Metal Con- 
tractors Elect 1931 
Officers 


G. L. Jackson assumed his duties Fri- 
day as president of the Kentucky State 
Association of Sheet Metal Contractors 
following the annual meeting and elec- 
tion of officers Thursday night at The 
Tyler. 


Other officers elected were: First vice- 
president, Jacob Ballen; second vice- 
president, J. A. Mattingly, Owensboro; 
treasurer, John Hession; secretary, W. 
Johnson, and sergeant at arms, E. T. 
Welsh. 








Sheet Metal Contractors Association 
of Florida—March 30 and 31, at Miami. 
G. H. Leavitt, Secretary-Treasurer, 909 
Main Street, Tampa. 

American Oil Burner Association— 
April 13 to 18, at Ben Franklin Hotel, 
Philadelphia, Pa. Harry F. Tapp, Ex- 
ecutive Secretary, 350 Madison Avenue, 
New York, N. Y. 


New York State Sheet Metal Con- 
tractors’ Association—April 15 and 16, at 
Powers Hotel, Rochester, N. Y. Dayton 
Hessler, Secretary, 913 North State 
Street, Syracuse, N. Y. 

National Warm Air Heating Associa- 
tion—April 22, 23, at Deshler-Wallick 
Hotel, Columbus, Ohio. Allen W. Wil- 
liams, Managing Director, 3440 A. I. U. 
Building, Columbus, Ohio. 

Western Hot Air Club—May 11, at 
Chicago. Semi-annual Pow-Wow. J. 
Harvey Manny, Chairman Entertainment 
Committee, 213 W. Austin Avenue, 
Chicago. 

National Association Sheet Metal Con- 
tractors—May 13 to 15, at Congress 
Hotel, Chicago, Ill. A. B. Rysdon, Sec- 
retary, Associated Sheet Metal Employ- 
ers of Chicago, 350 North Clark Street, 
Chicago. 

Sheet Metal Contractors’ Association 
of Ilinois—May 12, at Congress Hotel, 
Chicago. Chas. L. Radtke, Secretary, 
La Salle, Ill. 

Travelers Auxiliary to the Sheet Metal 
Contractors’ Association of Illinois—May 
12, at Congress Hotel, Chicago. E. 
Cohn, Secretary, 6756 Crandon Avenue, 
Chicago. 

National Association of Sheet Metal 
Distributors—May 20 and 21, at William 
Penn Hotel, Pittsburgh, Pa. George A. 
Fernley, Secretary-Treasurer, 505 Arch 
Street, Philadelphia, Pa. 
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NEW ITEMS and NEWS ITEMS 


From and about the Manufacturers and Jobbers 


Brillion Furnace Co. Using 
New Type Smelter 

The Brillion Furnace Company, Bril- 
lion, Wis., are now using a “Lectromelt” 
furnace for producing the metal used in 
their products. 

Power for this unit is furnished by 
the local power company which comes 
from water power from northern Wis- 
consin, and comes in at 66,000 volts and 
which requires approximately 1500 H.P. 
to operate the furnace. 

Iron is melted due to contact of the 
carbon electrodes with the metal which 





causes an intensely hot arc and melts 
the iron. During the process of melting 
and the extreme temperatures involved 
all slags and inclusions of the metal rise 
at the top, and are skimmed off before 
pouring. 

Metal for furnace castings is now 
poured at three to four hundred degrees 
hotter than with ordinary cupola prac- 
tice. In other words, the iron is super- 
heated which makes an extremely dense 
and strong material. The castings result- 
ing from this more dense structure, 
weigh from 34 to one pound heavier on 
a 20-pound casting than on the old meth- 
od, due to this closer grain and greater 
density. 


G. W. Ankerman, Kentucky 


Contractor, Passes Away 

G. W. Anderman, 79 years old, first 
mayor of Calhoun, Kentucky, died 
February 27, of pneumonia. 

He was the oldest member of the 
Kentucky Hardware Association and 
was a former president of the Ken- 
tucky Sheet Metal Workers Ass’n. 

Mr. Ankerman was an active mem- 
ber of his state association. He was 
well known among local and state 
members. The Kentucky State Asso- 
ciation and American Artisan join in 
expressing regret at his death. 


Front Rank Dealers Attend 
Company Convention 

About 60 Front Rank dealers in the 
Illinois-Missouri territory attended the 
Langenberg Manufacturing Company’s 
sales convention held in the plant of- 
fices on February 23 and 24. 

George F. Langenberg, chairman of 
the board, extended a brief welcome to 
the large gathering and E. B. Langen- 
berg, president, introduced V. Ray 
Alexander who was chairman of the 
meeting. 

E. B. Langenberg spoke on “How 
to Dig Up Business,” giving practical 
plans for canvassing, and advertising. 
He told how other dealers had secured 
extra business even in off times by co- 
ordinating newspaper advertising, di- 
rect mail and personal solicitation. 

The business getting value of oper- 
ating a furnace vacuum cleaning serv- 
ice was illustrated. Mr. Langenberg 
told how progressive dealers applied 
remodeling programs to the warm air 
heating business by soliciting square 
casing, square duct, and blower in- 
stallations from old customers. 

J. J. Walsh, vice-president, related 
in detail how the company sold furnace 
cleaning service in St. Louis and how 
canvassing for prospects can be car- 
ried on with good results. 

An interesting talk was given by P. 
H. Greenlaw, secretary of the St. 
Louis Coal Institute. Mr. Greenlaw 
told how the warm air heating man 
and the coal dealer could co-operate 
with profit to each other. 

Many of the men showed keen in- 
terest in coal stokers and asked numer- 
ous questions which Mr. Greenlaw 
ably answered. 

At noon the entire group were guests 
at lunch at the Kings-Way Hotel. 


On return an inspection of the large 
plant was made followed by a furnace 
cleaning demonstration by a Front 
Rank cleaning crew. One of the large 
furnaces used to heat the plant was 
cleaned and the dealers made a care- 
ful inspection of the job. 


How to Finance Sales to Home 
Owners was the subject of Geo. L. 
Kleeber, secretary and treasurer of the 
company. He explained how to in- 
vestigate credit, extend credit, collect 
and discount paper. He explained how 
the dealers can use the company facili- 
ties for the purpose of completing time 
payment sales. 


Mr. Kleeber also read a paper, “Tak- 
ing the Mystery Out of Time Payment 
Selling,” by J. A. Westburg of the 
Motor Acceptance Corporation. 


W. J. Breitenbach of the Langen- 
berg Company’s engineering staff, 
spoke on Installing and Servicing 
Heating Systems, stressing the fact 
that the company was equipped to 
render engineering service to dealers 
on installations that puzzle them. 


R. W. Stockwell, production man- 
ager, showed the new 1931 Front Rank 
line and explained features and ad- 
vantages. 


E. B. Langenberg wound up the 
day’s program by showing the gather- 
ing the trend of warm air heating. He 
spoke on Air Conditioning and Forced 
Air Installations. Numerous actual in- 
stallations were cited and he referred 
the men to the business papers for fur- 
ther proof that the higher class in- 
stallations were fast becoming popular. 


Tuesday morning the entire fore- 
noon was given over to Jack Stowell, 
who spoke on Selling Warm Air Heat- 
ing and Using the Standard Code. 











52 


Manufacturer Tells Features 
of Sentinel Heat Regulator 
The Modern Heat Regulator Com- 

pany of Cleveland, Ohio, manufactur- 

ers of the Sentinel Heat Regulator, 
state that one of the principal features 








of the unit is the fact that it has a 
lifting power of 75 pounds. 


It will operate on any type of fur- 
nace and is strong enough to operate 
both warm-air, steam, and hot water 
jobs. 

The regulator is electrically oper- 
ated, motor-driven, and comes com- 
pletely equipped with all necessary 
chain, wire, pulleys, etc., ready to in- 
stall. 

The Tuttle & Bailey Mfg. Co. of 





New York and Chicago distribute this 
Sentinel regulator nationally, through 
their dealers, and they will be pleased 
to answer all inquiries about it, and 
will quote dealers’ prices. 

The regulator has a list price of 
$48.00 with liberal discounts allowed 
to dealers off the list price. 


E. M. Vehmeyer Is Ryerson 
Detroit Manager 


Joseph T. Ryerson & Son, Inc., an- 
nounce the appointment of E. M. Veh- 
meyer as manager of their Detroit 
plant. 


AMERICAN ARTISAN 


Mr. Vehmeyer comes to this posi- 
tion with a background of many years 
of experience in the steel-service busi- 
ness. He has been associated with the 
firm for over 22 years. The major por- 
tion of this time has been spent in the 
sales and service departments. For 
the last two years he has held the po- 
sition of sales manager in the Detroit 
plant. 

W. H. Basse, formerly Detroit plant 
manager, has been transferred to Chi- 
cago where he will engage in special 
sales work. 


New Shop Opened in Inde- 
pendence, Mo. 


Harry A. Thorpe and Henry Schulce, 
late of Concordia, Mo., have opened an 
up-to-date furnace and sheet metal 
shop at 108 South Main Street, Inde- 
pendence, Mo. 

The boys announce that they are 
going after better heating, cleaning, 
ventilating and sheet metal work. 

The new shop has adequate room 
for present activities and for expan- 
sion. The shop will be equipped to do 
any kind of sheet metal work. 

Mr. Schulce is a coppersmith by 
trade and learned the trade in German 
shipyards where copper work is cop- 
per work. He came to this country 
seven years ago. 


Mr. Thorpe for the last 14 years has 
been a furnace salesman calling on 
Middle West trade. He is proud of 
being able to call hundreds of heating 
contractors by their first name. 


The new firm is anxious to receive 
catalogues and prices on jobber basis. 
They also want catalogues of tools and 
equipment for doing metal work. 

The firm name is to be Thorpe- 
Schulce, Coppersmiths, metal work of 
all kinds, furnace heating and ventilat- 
ing. 


O. P. Blake, of Inland Steel 
Company, Dies 


Orville P. Blake, district sales man- 
ager of Inland Steel Company at Kan- 
sas City, Mo., died at Denver, Colo., 
Wednesday, February 25. Mr. Blake 
succumbed after a sudden development 
of pneumonia. 

Mr. Blake first joined the Inland 
sales stag in 1906 as manager of the 
company’s St. Louis office. He repre- 
sented the company in Washington 
during the war and returned to Chi- 
cago in 1919. He travelled over a 
Western territory from the Chicago 
office until 1925, in which year he 
opened Inland’s sales office in Kansas 
City. His widow, two sons and a 
daughter survive him. 
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Fire-King Stoker Comany 
Introduces Stokerette 


Announcement has been made by 
the Fire-King Stoker Company, Indi- 
anapolis, Indiana, of an entirely new 
product, the Stokerette, to the com- 
pany’s line of automatic heating equip- 
ment. 

The Stokerette is designed for exclu- 
sive use in warm-air furnaces and de- 
parts considerably in design and con- 
struction from conventional equipment 
of this nature. According to Fire-King 
officials, its most radical difference 
from present domestic heating equip- 
ment is the fact that it is designed 
to burn pea-coke, which can be ob- 
tained at a much lower cost than regu- 
lar size coke or furnace coal, and has 
the advantage of cleanliness and effi- 
ciency. 

The Stokerette is automatic in oper- 
ation and is controlled by extremely 
simple adjustments which offer no 
complications to even the most inex- 
perienced home-owner. The hopper con- 
taining the fuel supply holds 300 pounds 


of coke, which is sufficient to supply 
average winter fuel demand for three 
or more days. Special equipment is 
available whereby gravity feed direct 
from the fuel bin can be arranged to 
eliminate even the necessity for filling 
the hopper. 

Three separate controls, each inde- 
pendent of the others, are used to op- 
erate the Stokerette. A thermostat, 
installed in any room, can be set to 
a desired temperature and will main- 
tain even heat through automatic ma- 
nipulation of check or draft to decrease 
or increase the heat. A time switch 
and a counter-weight control are the 
other two mechanisms which operate 
the Stokerette. The former regulates 
the length of time of operation, while 
the latter acts as a check to assure an 
adequate supply of fuel at all times. 

In addition to using the approved 
under-feed method of firing, the Stok- 
erette incorporates an automatic grate- 
shaking feature. 
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Ordinary 
Cupola Iron 
Magnified 150 times 


Ss This photomicrograph 
illustrates ordinary 
Cupola Iron magnified 
150 times. Black spots 
show free carbon pres- 


Be: LEC. TFROITELT— 


Study the 2 Circles ---They Tell a Story 


*Lectromelt LEE —~ 
Processed Iron y: C Pages 

Magnified 200 times Aq, : fF + Ne 
This photomicrograph F ‘’ fet 2 
illustrates ’Lectromelt * : ®ise4 


Iron magnified over 200 
times. Very little free Pe 8 


carbon is apparent. This ie y, Ay 


illustration shows the 





ent illustrating weak density of *Lectromelt : ¥ Ea A 
spots which will not Iron and why this proc- ce 4 2. e 
stand constant heating. ess gives superior cast- . i oe 


ings. 


Brillion is the only furnace manufacturer melting metal by this process. All Brillion units 
are ’Lectromelt processed, insuring better consumer and dealer satisfaction. 


Let us send you the Brillion folder explaining the ’Lectromelt 
process fully. Write for it today 


BRILLION FURNACE COMPANY, Brillion, Wis. 























“BIG THREE” 


AIR CONDITIONING 
SILENTAIR FAN 


(Blower Type) 


SILENTAIR AIR WASHER 
SILENTAIR AIR FILTER 


Write for Literature 








The “R & B” 
WARM AIR HEATER 


AIR CONDITIONING UNITS 


Manufactured by 


A. GEHRI & CO. 





Cash in on the time-tested features of the R & B Warm Air Heater... 
easy to sell because of the freer circulation and greater volume of warm 














Tecoma, Washington . = — time payments now pave the way for more sales . . . bigger 
RICHARDSON & BOYNTON Co. 
DISTRIBUTORS IN ALL PRINCIPAL CITIES 260 Fifth Ave., New York Utiea, N. Y. 
Gtevetans Brooklyn New Hav aven Dover Philadelphia Boston Chicago 
Buffalo Minneapolis Cincinnati Detroit Providence 





Mention AMERICAN ARTISAN in your reply—Thank you! 

















AMERICAN ARTISAN March 16, 1931 


TE}... 


THE LINE IS COMPLETE! 


AKRON 
AIR BLAST 
a 


ATH-A-NOR 
+ 


SOLID COMFORT 
+ 


NEWARK STEEL 
& 


‘The Furnace Line 
of Many Features” 


There’s a furnace to meet every need. Cast 
or Steel, Large or Small. The May-Fiebeger 
Line opens every job to you. 


Many unusual features make selling easier 
and build consumer satisfaction. It will pay 
you well to know this line. 


The MAY-FIEBEGER Line 
Is Backed by Over 50 Years’ 
PRACTICAL EXPERIENCE. 


“Experience is the best teacher.” For over 
fifty years we have been building furnaces. 
Such is the foundation of the May-Fiebeger 
line. Only by experience can better heating 
units be constructed. We have spent over 50 
years designing and assembling furnaces 
with experience as the teacher. 


If you are an experienced, progressive 
dealer, we know you wil! be interested 
in the better profit May-Fiebeger fran- 

chise. Write today. 


The MAY-FIEBEGER COMPANY 
NEWARK, OHIO 


Have you seen or heard about our complete 
Automatically Controlled Air Conditioning 
Unit? If not, let us send you this information. 
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A NEW Air Conditioning unit soon to 
be announced. With it the Lennox 
dealer will get our new and simpli- 
fied installation code which brings 
air conditioning within the province 
of every dealer large and small. 


LENNOX FURNACE CO., INC. 


MARSHALLTOWN, IOWA SYRACUSE, NEW YORK 








AUER Quality Merchandise 


Is Your Satisfaction 
There is an AUER Register and Grille for every 
need—the Colonial, Aueristocrat, Economy, and 


Pro-Tex-Wall—but the catalogue will tell you 
better. Write for it today. 


AUER REGISTER COMPANY 


3608 Payne Avenue CLEVELAND, OHIO 


ROBINSON 
AIRDRIVE 


















ONE PIPE BOOSTER FAN 
The motor is 
For the long housed in a 
hard - to- heat : separate com- 
run. Can be} > partmemt 
installed ing onlythe 
any size 


heater pipe. 


Very easy to install. It is only necessary to cut out one section 
of the heater pipe and insert the Robinson One Pipe Air Drive 


in its place. Write for full information today 


THE A. H. ROBINSON CO., Massillon, O. 











Say you saw it in AMERICAN ARTISAN—Thank you! 
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WATCH FOR OUR 
ANNOUNCEMENT 
IN THE MARCH 30th 

ISSUE— 


A NEW and BETTER 
FURNACE FILTER 


INDEPENDENT AIR FILTER CO. 
29 South Clinton St., Chicago, Ill. 
AIR FILTERS FOR ALL APPLICATIONS 








The 
SIMPLEX 
HUMIDIFIER 
e “Truly 


Automatic” 


pereer = sss oe 


No float to get out 
of order. Evaporation 
controls water flow. 
Easily installed. 
Standard equipment 
on many furnaces. 





Write for details of our attractive Dealer, 
Jobber or Manufacturer offer 


SALLADA MANUFACTURING COMPANY 


720 SOUTH 4TH STREET MINNEAPOLIS, MINN. 
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“American Seal” 
FURNACE CEMENT 


Roof Cement—Stove Putty 
Plumbers Putty 


PAINTS AND SPECIALTIES 
WILLIAM CONNORS PAINT MFG. CO. 


Established 1852 
TROY NEW YORK 


JAMES L. PERKINS, Western Distributor 
140 Seuth Dearborn Street, Chicago, Illinois 
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THE WISE 
OWL SAYS: 











“Wise Buyers 
buy WISE” 









Here are three big numbers in the WISE 
Balanced Line—three units which uphold 
the integrity and reputation of WISE. 
It’s unwise not to know WISE. 


KNOW THE 
WISE LINE 


The Wise “20 Series” 
consists of the WISE re- 
turn flue radiator type 
east furnace, eliminat- 
ing undesirable 
cleaning and 
dirt accumula- 
tion. 


WISE “40 Series”—a 
series of furnaces of 
many unusual selling 
features. Extra heavy 
casting, air cell firepot, 
engineered design. 


‘WISE GAS FIRED 


The trend of the times is towards 
gas. WISE presents a Gas Fired Fur- 
nace only after months of engineer- 
ing, testing, experimenting and prov- 
ing before presenting to you a Gas 
Fired Furnace, which will upheld 
the standard of WISE character and 
reputation. 


Fully approved by the A. G. A. 


Write for Gas catalog No. G2 and 
Furnace catalog No. 24 





THE WISE FURNACE COMPANY 
Akron, Ohio 


WISE DEALERS SELL WISE FURNACES 





Mention AMERICAN ARTISAN in your reply—Thank you! 
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INSTALL FURNACES 
with a GUARANTEE 


The most convincing of all sales arguments is, “This 
product is guaranteed for your satisfaction.” Be able to 
say this to the next buyer. Peerless dealers can say, 
“Guaranteed for your satisfaction.” 


PEERLESS. 
GUARANTEE 


The Peerless Guarantee is different. No guarantees for five 
years—no gueneniens for ten years. This is the reason—Do successful manu- Peerless Boiler Plate is one of the built-in 
facturers of any well known product resort to five and ten year guarantees to uality Peerless line. There is also the Peerless 
get business? Is the reputation of automotive and other large manufacturers } von fh Home, a competitive priced steel fur- 
built on offers of five and ten year guarantees? The answer is, “No.” meceend the Peerless belltda quality CAST 
During forty years of manufacturing, Peerless has never re- IRON at a price that gets the business. 
sorted to this form of selling. Our guarantee is that every heating system, if 
correctly installed, is guaranteed to render satisfactory service—that, further, 
every Peerless furnace is free from defect in workmanship or material, or it 
will be replaced free of charge. : ee 
Think it over. Are you in a position to sell furnaces guaranteed 
and backed by localized merchandising co-operation? Let us«tell you all about it. 


THE PEERLESS FOUNDRY COMPANY, INC. Warehouse Distributors 


Bailey Farrel Mfg. Co. 


TIRDIAR AP OL IiS. IN DIANA Pittsburgh Pa. 
WAREHOUSE — YOUNGSTOWN, OHIO 

















This booklet tells WHY DOUBLE ARC WELDING 
makes a BETTER steel furnace — 


—JOBBERS— 


Y Sell the steel furnace with this exclusive — 
an, | more efficient construction feature 


DA 
COMPILED 
: This Booklet Is FREE—Write for It Today—It 
Tells Why Double Arc Welding Is Preferred 


ENTERPRISE BOILER & TANK WORKS  émeaco,“‘tisnois 











Exclusive superior fabrication _ Double seamed reinforced corner 


Made in 
Galvan- 
ized 
Steel 


ARMCO 
IRON 


TONCAN 
METAL 
AND 
COPPER 
Made by 


BERGER BROS. CO. 140 5 Dearborn St 


229 to 237 Arch Street, Philadelphia, Pa. Chicago 
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Do You Want 
More Shop Work 
—Now—Today? 






This one-man outfit makes low overhead 


D. GERKEN CO., Toledo, Ohio, cleaned 

¢ 800 furnaces last year, and kept forty 
men busy on repairs and new furnaces the 
cleaning brought in. 


Mr. Gerken has only two Super Suction Cleaners, 
and says he secured this big increase in his business 
by following the instructions in our Plan Book. Send 
for your copy of the Plan Book today. It’s free. The 
season is here. 


Try it before you buy it! Clip this and 
mail with your name and address. 


THE NATIONAL SUPER SERVICE CO. 
1944 N. 13th St. Toledo, Ohio 











\ BL ER 
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This Blower Gets YOU 


the Business 


—the last word in 
forced air circulation 


HERE'S the only blower that positively provides a 

fully-balanced distribution of air to both inlets 

—vital to proper blower operation. The improved Ampeco 

Rotary Blower assures positive and uniform heat delivery. 

Mechanical control; quiet; non-leaking ring oil bearings; low 

priced; a tremendous business-getter and money-maker for 
the live dealer. 

Built with or without dampers which open automatically 
when the blowers stop, permitting gravity circulation. Get 
your share of this profitable forced air business. Write for 
literature and full information today. 


AMERICAN MACHINE PRODUCTS COMPANY 
Marshalltown, Iowa 


For 15 Years Manufacturers of Precision Products 





Balanced Heat 


Is the Ideal Method 
of Home Heating 


4 pom Mellvaine Oil Burner, with its 

continuous flame, automatically 
governed, maintains a uniform tem- 
perature in the home regardless of out- 
side weather conditions. Thermostatic 


control automatically governs the flow 
of both oil and air. 


The house is not alternately over- 
heated and chilled, because the 
MclIlvaine Continuous Flame is auto- 
matically adjusted to a size that will 
maintain an even temperature at all 
times. There is no pilot light—no elec- 
tric ignition—no intricate starting and 
stopping devices to get out of order. 
There is no waste through alternately 
forcing the heating system and cooling 
it off again. 


McIlvaine Oil Burners 


are made in a range of sizes to meet 
practically every requirement. They 
have been installed since 1924 in all 
types of boilers, furnaces and hot 
water heaters, and have thoroughly 
demonstrated the superiority of the 
Mellvaine method of continuous 
operation. 


MecILVAINE 


BURNER CORPORATION 


747 Custer Avenue, Dept. A, Evanston, Ill. 
Write for This 
FREE BOOK 


which explains the 
Mellvaine method of 
Balanced Heat — the 
Mellvaine 1931 Sales 
Plan and special propo- 
sition to dealers in ter- 
ritory where we are not 
represented. 


MAIL THIS COUPON! 














Dceeesseenenielllieieeeeitieenestitiaaieneatnecnsa itt tiemeeciaainig lt dadicens nut ataceineoeelleiiened I ene cee es tain ten ee 
McILVAINE BURNER CORPORATION, 
747 Custer Avenue, Dept. A, Evanston, Ill. 


Send me, without obligation, your book, ‘‘Balanced Heat”’’—Sales | 
Plan and proposition to dealers 


POUNDS 0 < 66: K6 bb Cece ereddedetreaeancncscededanéandedssceseoewes ] 
GDS 6 oo cede ci snddesededdadeanesecedsnsgeededdsdecccasosdoen | 
GI so Se bcrcccdcsecceccdsncetccdehenveuseneeeeeneesieceseseetease 
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MANUFACTURING 


COMPANY 


AMERICAN 


ENN) j 
mA CON TZU NATO). 


STYLE “C” COLD AIR FACE 


All cast iron and 100% efficient 


There must be some reason why “Super- 
Regs” have been copied so much. But 
the most clever imitation of design, 
color or even mechanical features can- 
not replace the underlying unvarying 
quality that has made Super-Regs the 


standard of comparison. 


Baseboard registers (one or two pieces) 
—Side Wall registers—Floor type regis- 
ters—‘Cobble” Cold Air Faces. . 
has its identifying name, but all are 
finished in many 


- each 


“Super-Regs” .. . 
standard colors and neutral tones or 
in the famous exclusive T. & B. 
“Tanbo” finish, for harmony with in- 
terior decorative plans. All are made 
to satisfy the same unyielding stand- 
ards of design, construction and work- 
manship—every one a testimonial to 
the leadership of Tuttle & Bailey in 


the industry since 1846. 


TUTTLE & BAILEY 
MANUFACTURING CO., INC. 
441 Lexington Avenue 
New York City 


Offices in Boston, Chicago, 


Kansas City, Los Angeles 


ESTABLISHED 1846 


ARTISAN March 16, 1931 





Friendly Service 


It is a significant fact that those travelers who come to 
The Bismarck are always anxious to come again. 
Bright, cheery rooms with wonderful beds . . . the 
best of food, delightfully cooked . . . every luxury and 
convenience of the modern hotel... and friendly, pains- 
taking service that makes you “Feel right at home.” 
Easy of access to all business and amusement centers. 
Write for booklet with downtown map. 


Rooms, $2.50 up—With Bath, $3.50 up 


BISMARCK 


HOTEL CHICAGO 


RANDOLPH AT LA SALLE 








.o\t AZOLUS 
S Improved 


VENTILATORS 


For industrial buildings, 
schools, homes, theaters, etc. 
Made in 14 different metals. 
Constant ventilation—no noise 
—no upkeep. 


JEOLUS DICKINSON 
Industrial es od Paul Dickinson, 


3332-52 South Artesian Avenue 
Chicago, III. 











HIS SMALL AD MEANS JUST 
AS MUCH TO YOU AS A FULL 
PAGE. 


Write for Our New Catalog and Prices. 
Let Us Tell You “Y” 





A COMPLETE LINE OF REGISTERS AND 
FACES FOR ALL REQUIREMENTS 











SYMONDS REGISTER CO. 
3117-23 Minnesota Avenue St. Louis, Mo. 


Y—the—Y—in—SYmonds? 
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“CHAMPION” Miters will 
outlast the Eaves Trough. Gal- 
P 


vanized after formation. Com- 


plete line of sizes and gauges. 


For sale by all Jobbers. 








Brapen ManuraActurine Co. 
TERRE HAUTE ~INDIANA 





ARE YOU LOOKING 9 
For Additional Profits ° 


Install A-C Thermostatically 
Controlled Heat Boosters, the 
unit which makes every in- 
stallation a better one. 

A-C Boosters will make a 
real profit for you. 


] tical od Write for descriptive catalogue and 
(on name of jobber in your 
Gee territory 


cAutomatic A-C Manufacturing Co. 
HEAT BOOSTER 117 Sherman Ave., Pontiac, Ill. 

















BE SURE > 
THIS TRADE MARK 


IS ON THE NEXT CAN 


ODORLESS 
PLIABLE 
CRACKPROOF 






















“Set Your 


Next Job with 
LASTIK” 
LASTIK PRODUCTS CORP. 
¢ OLIVER BLDG. PITTSBURGH, PA. 








The IMPROVED 
RYBOLT 
FURNACE 


Meets the Demands 
of Today 








+ 


HE improved RYBOLT meets present-day 

demands for better quality and dependa- 
bility at the right price. RYBOLT’S high eff- 
ciency and durability, the result of more than 
25 years experience, is proven by thousands of 
satisfactory installations. 


For years the Reliable RYBOLT has been the 
choice of dealers interested in securing the vol- 
ume business of building contractors and other 
quantity buyers of quality furnaces. 


RYBOLT’S attractive proposition offers un- 
usual opportunities. Write or wire for details 


NOW! 


THE RYBOLT HEATER COMPANY 
Ashland, Ohio 


Cincinnati Indianapolis 













The improved 
RYBOLT is 
equipped with a 
large, one-piece 
radiator, of uni- 
form thickness, 
with smoke and 
cleanout collars 
molded on. 
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- MARKET QUOTATIONS - 


AMERICAN ARTISAN is the only publication quoting Prices on Metals, Sheet Metal Equipment and Supplies, 
Warm Air Heating Supplies and Accessories, corrected bi-weekly. 
are obtained from reliable sources and reflect nation-wide market conditions at the time of going to press. 


NOTE—These prices are Chicago Warehouse Prices to which must be added territory differentials 


These quotations are not guaranteed but 




















METALS 


PIG IRON 
Chiew, Fdy., 


$17.50 
Southern Fdy. No. 2..$16.51 to 17.01 
Lake Superior Charcoal 27.04 
Malleable 


FIRST QUALITY BRIGHT 
CHARCOAL TIN PLATES 


Id 20x28 112 sheets 
IX 
Ixx 


IXxxX x25 
IXXXX 20x28 
TERNE PLATES 


40-Ib. 
40-1lb. 
25-1lb. 

25-lb. 
20-1b. 
20-Ib. 


IC 20x28, 
IX 20x28, 
IC 20x28, 
IX 20x28, 
IC 20x28, 


1 
IV 20x28, =. > 22.00 


“ARMCO” INGOT IRON PLATES 


No. 8 ga.—110_ lbs. $4.15 
3/16 in.—100 Ibs.. : 
% in.—100 lb 


COKE PLATES 


80 Ibs., base, 20x28....$12.00 
Cokes, 90 Ibs., base, 20x28... if 
Cokes, 100 lIbs., base, 20x28.... 
Cokes, = lbs., base, IC, 


Cokes, 


56. sheets 
Cokes, 195 Ibs., base, 4X, 
56 sheets 


BLUE ANNEALED SHEETS 


per 100 lbs. $3.35 


Base 10 
ees ‘per 100 Ibs. 4.15 


“Armco” 10 ga.... 


ONE PASS COLD ROLLED 
BLACK 


per 100 Ibs. 
= 100 lbs. 


~” 


090009 G9 G9 
Soma 
Sons 


GALVANIZED 


per 100 Ibs. 
.--per 100 lbs. 


BAR SOLDER 
a ee 50-50..per 100 Ibs. 
45-55... ---e-----per 100 lbs. 
48-52 


Plumbers’ _per 100 lbs. 


In Slabs 


SHEET ZINC 


CI 5 ieee $12.00 
(100 Ibs.) ............ 13.00 


Cask Lots 
Sheet Lots 


BRASS 


Sheets, Chicago base 17 %c 
Tubing, brazed, Chicago base....24 %c 
Tubing, seamless, Chicago base..22 %c 
Wire, Chicago base ae 

Rods, Chicago base. 


COPPER 
Sheets, Chicago base.................. 
Tubing seamless, Chicago en 


Wire, plain rd., 8 B 
and heavier 


per 100 Ibs. 
per 100 lbs. 


SHEET METAL SUP- 
PLIES, WARM AIR 
FURNACE FITTINGS 
AND ACCESSORIES 


ASBESTOS 


Paper up to 1/16 

Roll board 

Mill board 3/32 to %.. 

Corrugated paper (250 
ft. per roll) 


$33.00 
32.00 


ASBESTOS SEGMENTS 


per 25 sets £35 


CEMENT FURNACE 


5-lb. cans, net 

10-lb. cans, net... 
25-lb. cans, net. 

Per 100 Ibs. 





Damper 
No-Rivet Steel, with tail pieces, 


per gross 
= ol _— 


COPPER FOOTING 
Copper Footing 


CORNICE BRAKES 


. Chicago Steel Bending 





Yankee Warm Air 


g inch, doz 
inch, doz. 
inch, doz.. 
inch, doz. 
inch, doz. 
inch, doz 




















ELBOWS 


Conductor Pipe 


Galv. plain or corrugated, 
round flat Crimp. 

28 gauge 

26 gauge .... 

24 gauge 


Galv. Terne Steel 

Plain Rd. and Rd. Corr. 
28 gauge ... 
26 gauge . 
24 gauge .... 


Square Corrugated 


55 % 


28 gauge 
40% 


26 gauge 








Portico Elbows 


Gteadest Genae Conductor Pipe, 
ip corrugated, 


Not 
Nested. solid 


Sq. Corr., A. & B. & Octagon 


28 gauge 
26 gauge 





Portico 
1, 1%, 1% inch 


Copper 
16 oz. all designs 


‘Zinc 


BIL DAFTAR onc cccscncs shite neinuiihisieieiaia 


ELBOWS—Stove Pipe 


1-piece Corrugated, Uniform Blue 
No. 28 Gauge, Do 

5 inch 

6 inch 

7 inch ... 








Adjustable—Uniform Blue 


No. 28 Gauge, Uniform Blue. 
5 inch 
6 inch ... 
7 











WOOD FACES—60% off list. 


FIRE POTS 


Each 

No. 02 Gasoline Torch, 1 qt...$ 5.138 
No. 9250, Kerosene, or Gaso- 

line Torch, 1 at 
No. 10 ~=Tinner’s 

Square tank, gal. 
No. 15 Tinner’s 

Round tank, 1 gal. 
No. 21 Gas Soldering Furnace.. 
No. 110 Automatic Gas Sol- 

dering Furnace ..... detcaiinnnticese 10. 


GLASS 


Single and Double Strength, A 

all brakets 

Single one Double Strength, 
all brackets 





Conductor Pipe 
Milcor Perfection Wire.... 
Milcor Triplex Wire 

Eaves Trough 

ms (galv. after forming) from 


HOOKS 
Conductor 


“Direct Lo eg 


Wrought Iron 
for wood or brick 


Galvanized Steel Mitres 
28 gauge 
26 gauge 








PASTE 
Asbestos Dry Paste 


Galvanized 
Crated and nested (all 
gauges 


(all gauges) 
Furnace Pipe 
Double Wall Pipe ond Fit- 





ar ee $12.50 
“Mileor” “‘Titelock”” Uniform Blue 
ye 
sal au , 5 inch U. C. 
$10.00 
28" gauge, 6 inch U. OC. 
nested 11.00 
28 gauge, 7 inch U. ©. 


I a aac ad aa 13.00 
30 gauge, 5 inch U. O. 
nest 9.25 


BNE, “ctuuhucdicieteecneianitanen = 
30 gauge, 6 inch U. C. 
ted 10.00 
12.00 


nes' 
30 @ e, 7 inch U. C. 














T-Joint Made Up 


6 inch, 28 ga per doz. $3.40 


REGISTERS AND FACES 


Floor Registers 


Steel and Semi-Steel 
All Cast Iron 


Baseboard 





Adjustable Ventilators 


Adjustable Ventilators 40 & 10% 


COLD AIR FACES 
wat” and Cast, less Ges 


0% 
0% 


0% 


Cast, 14” and wider. 6 
Speqal h,  # Air em, 


Galv. Plain Ridge Roll, 





75-15 % 


SCREWS 
Sheet Metal 
%, 


%xk, 
No. 10, 3/16, 
No. 14, 438/16." oe fon. 
SHEARS, TINNERS’ 
AND MACHINISTS’ 
Viking $22.00 


— Throatless 








ides 
Marshalltown, Iowa. ;; 


SHOES 


Galv. 28 Gauge, Plain or Corru- 
ated, round flat crim 
6 gauge, round flat c 

24 gauge, round flat crimp 


SNIPS 


x. &. b. 


Tinners’ 





Standard 
Milcor 





30 to 40 % 
Net 
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] The BOcK Oil Burner 


for Warm Air Furnace Heating 


Every one of your customers is inter- 
ested in an oil burner which will operate 
efficiently in a warm air furnace. 


The constant io Aegean “ the tos 
insures such efficient tion. 
Bock is (1) Ganteite tot and quiet i) 
extremely simple (3) distributes heat 
evenly to all castings (4) c¢ ~ Bo 
automatic, and (5) its h and 








Again We Call Your Attention 
to This 


NEW WHITNEY PUNCH 
No. 91 BENCH 































=! _—- rtp yop need = 
lect on or gas pilot. 
Specifications: 
The Bock solves the prob- Capacity =< 56 A Punch of un- 
lem of efficient oil heat usual Strength, 


hole through %4”; 
1” hole through 
3/16”; 2” hole 


Range, Capacity 
and Use. Priced 
to meet any size 


H The Bock Oil Burner 





























20 Corporation soot i. shop. : ? 
Madison Wisconsin Yto2" round, — po c 
trengt 
Iron—Hand : 
a erated Whitney 
c AT LAST forgings, ex- — construc- : 
lo a 10n. = 
wn 9 A FRICTIONLESS wi ag fas 
% ‘s'wonocf) KURNACE PULLEY! chrome- The Standard 5 
3 Links of 3s nickel steel ten P 
% Jack Chain Ball-Bearing—Strong and casting. Quetta 7 
Sturdy. Made of pressed steel, = eight—80 . ere : 
ad cadmium plated to prevent - . 
rust. So free running that a A PUNCH FOR EVERY NEED F 
00 wire will turn the sheave. At- Write for Catalog E 
00 tractively priced. Dy : 
00 Write for samples and prices, Tre Crowe OT Cpe ° 
25 referring to Class No. 002. 3 : . 
00 HART & COOLEY MFG. CO. W. A. WHITNEY MFG. COMPANY : 
00 Potente General Sales Offices 636 Race Street Rockford, Ill. 3 
Pat'd Pending ©1 W. Kinzie St. Chicago, Ill. Pe 
40 : 
; YM Wd 
(| ie We Are Much 
‘ ZZ Wz e Are Muc 
| = x Interested 
be E R N ENDURO K.A.2 Stainless 
: Western Steal Furnaces increase your | (ddd ta sein alli 
4 Tone for Catalog No. 31 showing Ylda ess sh aeiaans —— oe 
the grew YY carry them in stock, but because of 
. WWD PRODUCTS COMPANY WU their wide range of utility and non- 
% ues 130 Commonwealth Ave. gp 
: eee, See. corrosive qualities. 

















If you are not familiar with “EN- 


; The Agency for the DURO?” in its different forms, ask 


us for information. 
0 
, 
THE J.M.& L.A. 


tes aivays been a prott maker || ~( )SBORN(O 


for the dealer Manufacturers - Distributors 
Write for agency details today DETROIT -CLEVELAND - BUFFALO 


“E hing Used in Sheet Metal Work” 
SCHWAB FURNACE & MFG. CO. verything Used in Sheet Me or 
283 Clinton Street Milwaukee, Wis. | 





KH 


et 
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BUYERS’ DIRECTORY 














Air Cleaners 
& Furnace Co., 
Bloomington, Il. 


Air Filter Co., 
Chicago, Il. 
Filter Co. 


Stevens Point. bes 
Meyer & Bro. Co., F., Peoria, I 
Watt Mfg. Co., Sterling, 1. 


American Fdy. 
Independent 


Kleenaire 


Air Washers 


Tacoma, Was}. 


tehri & Co., 
A. Gehri & Co Sterling, Il. 


Watt Mfg. Co., 


Aluminum Sheets 


& L. A. Osborn C Yhi 
J. M. & L. A. Osbo! citeed, Ohio 


Asbestos—Liquid 
Technical Products Co., Pittsburgh, 


Asbestos Paper 


Co. of Chicago, 
Standard Asbestos Galena, m 


Wilson, Grant, Inc., Chicago, I 


Blast Gates 


Berger Bros. Co., Philadelphia, 


Blowers—Furnace 


Furnace Co., 
amet OAKS Bloomington, Il. 
i ts * 
American Machine arn ov Aa sind 
Kalamazoo, Mic). 
Tacoma, Wash. 
Hermansville, Mich. 
Sterling, Ill. 


eI Co., 
Gehri & Co., 
hakeside Co., 
Watt Mfg. Co., 
Bolts—Stove 


Co. 
Lamson & Sessions ‘eveland, Ohio 


" Ss 
Ryerom & Son, ine: = Det, Cleve. 


Chgo., — Bes St. 


Brakes—Bending 
Dreis & Krump Mfg. Co., Chicago, III. 
el Machinery Co., Chicago, Ill. 


Wilcox Co., 
Peck, Stow & Southington, Conn. 


Son, Inc., Jos 
Ryerson oe Yr’ st. am Det., Clev. 


Brakes—Cornice 
Dreis & Krump Mfg. Co., Chicago, Il. 


Brass and Copper 
American Brass Co., Waterbury, Conn. 


Cans—Garbage 
Diener Mfg. Co., G. W., Chicago, Ill. 
. They M &L A, 
on , Cleveland, Ohio 
Castings—Malleable 


Fanner Mfg. Co., Cleveland, Ohio 
Ceilings—Metal 


Milcor Steel 


Co., 
Mil., Canton, Chgo., La Crosse, 


Chaplets 


Fanner Mfg. Co., Cleveland, Ohio 


Cleaners—Vacuum 


Brillion Furnace Co., Brillion, 
National Super Service Co., 
Toledo, 


Wis. 

Obio 
Copper 

American Brass Co., Waterbury, 


Rockford Sheet Steel Co., 
Rockford, III. 


Conn. 


Cornices 


Milcor Steel Co. 
Mil., Canton, Chgo., La Crosse, K. C. 


Covering—Asbestos 


Standard Asbestos Co. of Chicago, 
Chicago, Il. 
Chicago, Il. 


Wilson, Grant, Inc., 


Cut-offs—Rain Water 


Milcor Steel Co 


Mil., Canton., Chgo., La Crosse, K. C. 


Dampers—Quadrants— 
Accessories 
Aeolus Dickinson 
Hart & Cooley Co., 
Howes Co., S. 
— Steel Co.. 
Canton, Chgo., 
ie ae Kalon c orp., 


Chicago, Ill. 
Holland, Mich. 
Boston, Mass. 


La Crosse, K. C. 
New York, N. Y. 


Dampproofings 
Lestik Products Corp., Pittsburgh, Pa. 


Damper Regulators 
Sheer Co., H. M., Quincy, I. 


Diffuser—Aid Duct 


Aeolus Dickinson Chicago, Ill. 


Drills—Electric 
J. M. & L. A. Osborn Co., 
Cogiand. Ohic 
St. “Hd Det., 


Cleve. 
The Gtantey ‘iectzie Tool Co., 
New Britain, Conn. 


Ryerson — Son, ae” 


Drive Screws—Hardened Metallic 
Parker-Kalon Corp., New York 


Eaves Trough 
Barnes Metal Products Co., m. 


Chica, 
Berger Bros. Co., Philadelphia, Pa. 
Chicago Metal Mie. Co., Chicago, Ml. 
Milcor Steel 
Mil., Canton, thee. Ge Crosse, K. C. 
Rockford Sheet Steel Co. 
Rockfori, Til. 


Elbows and Shoes—Conductor 
Barnes Metal Products Co., 


Chicago, Il. 
Mileor Steel Co., 
Mil.. Canton, Chgo.. La Crosse, K. C. 
Rockford Sheet Steel Co., 

Rockford, Il. 


Filters—Furnace 


Independent Air Filter Co. 
Chicago, Til. 
Kleenaire Filter Co., 
Stevens Point. Wis. 


Fittings—Conductor 
Barnes Metal Products Co., 
Chicago, Ill 
Braden Mfg. Co. Terre Haute, Ind. 
Chicago Metal Mfg. Co., Chicago, Ill. 
Mileor Steel Co. 


Mil., Canton, Chgo., La Crosse, K. C. 


Flanges 


Chicago Metal Mfg. Co., Chicago, Ill. 


Fluxes—Soldering 


Kester Solder Co., Chicago, Ill 


Furnace Cement 
Connors Paint Mfg. Co., i 


z. 
Tastik Products Corp., Pittsburgh “Pa: 
Milcor Steel Co., 
Mil., Canton, Chgo., La Crosse, K. C. 
Technical Products Co., Pittsburgh, Pa. 


Furnace Chain 
Hart & Cooley Co., Holland, Mich. 


Furnace Cleaners—Suction 


3rillion Furnace Co., Brillion, Wis. 
National Super Service Co., 
Toledo, Ohio 


Furnace Fans 


A-C Mfg. Co., Pontiac, Tl 
American Fdy. & Furmace Co. 
Bloomington, III. 
Brundage Co., The, Kalamazoo, Mich. 
Lakeside Co., Hermansville, Mich. 
Robinson Co., A. H., Massillon, Ohio 
Watt Mfg. Co., Sterling, I. 


Furnace Filters 


Independent Air Filter Co., 
Chicago, Il. 

Co., 
Stevens Point, 


Kleenaire Filter 


Wis. 


Furnace Pokers 


Fanner Mfg. Co. Cleveland, Ohio 


Furnace Pulleys 
Hart & Cooley Co., Holland, Mich. 


Furnace Regulators 


Noll Regulator Co., Youngstown, Ohio 
Sheer Co. " * Quincy, Ll. 
White Mfg. Co., Minneapolis, Minn. 


Furnace Rings 


Forest City Foundries Co. 


Cleveland, Ohio 


Furnaces—Gas 


Columbus, 


Calkins & Pearce, 1 
elyria, 


Ohio 
Fox Furnace Co., Ohio 
Henry Furnace and Foundry 


Co., 
Cleveland, "Ohio 
Lennox Furnace Co., 

Marshalltown, Iowa 
Robinson Co., A. H., Massillon, Ohio 
Wise Furnace Co. Akron, Ohio 

Western Steel Products Co., 
Duluth, Minn. 


Furnaces—Oil Burning 


Motor Wheel Corp., Heater Div. 
age . os Lansing, Mich. 


Furnaces—Warm Air 


Agricola Furnace Co., Gadsden, Ala. 


American Fdy. & 


Furnace Co., 
Bloomington, Til. 
American Furnace Co., St. 
The Beckwith Co., ‘ 
Brillion Furnace Co., B 
Deshler Foundry & Machine Works, 
Deshl 


Enterprise Boiler & Tank Works, 
Chicago, Il. 


Co. 
Cleveland, Ohio 
Fox Furnace Co., Elyria, Ohio 
Hall-Neal Furnace Co., 

Indianapolis, Ind. 
Henry Furnace & Fdy. Co. 


Cleveland, Ohio 
Lennox Furnace Co., 
Marshalltown, Towa 
Syracuse, N. Y 
May Fiebeger Furnace Co., 
Newark, Ohio 
Meyer Furnace Co., The, Peoria, III. 
Midland Furnace Co., Columbus, Ohio 
Motor Wheel Corp., ive Div., 
tamsing, Mich. 
Mt. Vernon Furnace & Mfg. 
Mt. Fennen. Tl. 


Forest City Foundries 


Peerless Foundry Co., 
Indianapolis, Ind. 
Premier Warm Air Heater Co., 


Richardson & Boynton, ¥ 
Rybolt Heater Co.. Ashland, Ohio 
Schwab Furnace & Mfg. Co., 
Milwaukee, W's. 
Standard Fdy. & Furnace 


De Kalb, Tl. 
Waterman-Waterbury 
inneapolis, Minn. 
Western Steel Products (o.. 
Duluth, Minn. 


Wise Furnace Co., Akron, Ohio 


Gas Burning Attachments 


Calkins & Pearce, Columbus, Ohio 


Grilles 


Auer Register Co., Cleveland, Ohio 
Harrington & King Pertorsses Co., 
Chicago, mi. 
Hart & Cooley Co., New Britain, 
Independent Register & Mfg. Nn 
Cleveland 
Tuttle & Bailev Mfg. Co., New York 
U. 8. Register Co., Battle Creek, Mich. 


Guards—Machine and Belt 
Harrington & King Perforating Co., 
Chicago, 111. 
Handles—Boiler 


Berger Bros. Co., Philadelphia, Pa. 
Handles—Soldering Iron 


IIyro Mfg. Co., New York, N. Y. 


Handles—Furnace Door 
Fanner Mfg. Co., Cleveland, Ohio 


Hangers—Eaves Trough 
Philadelphia, Pa, 


La Crosse, K. C. 


Berger Bros Co., 
Milcor Steel 
Mil., Canton, Chgo., 


Heat Regulation Systems 


a. Ohio 
uincy, Il. 
Minneapolis, Minn, 


Noll Regulator Co., 
Sheer Co., M. 
White Mfg. Co. 


Heaters—Cabinet 


Fox Furnace Co., Elyria, Ohio 
Mt. Vernon Furnace & Be’ * 
t. Vernon, Ill, 
Motor Wheel Corp., sake Division, 
Lansi 


ng, Mich. 
Waterman-Waterbury Co., 
Minneapolis, Minn. 


Heaters—School Room 
Meyer Furnace Co., The, Peoria, Il. 
Western Steel Products Co., 

Duluth, Minn. 


Minn. 


Waterman- ene, 
Minneapolis, 


Humidifiers 


Automatic Humidifier Co., 

Cedar Fulls, Ion 
Diener Mfg. Co., “ W., Chi Il. 
Meyer & Bro. Peoria, Il. 
Sallada Mfg. Co., * Minneapolis, Minn. 


Lath—Expanded Metal 


Mieor Steel C 


» Canton, Ghee., La Crosse, K. C. 


Machines—Crimping 


Bertsch & Co., Cambridge City, Ind. 
Yoder Co., The, Cleveland, O 


Machinery—Culvert 


Rertsch & Co., Cambridge City, Ind. 
Interstate Machinery Co., Chicago, II1. 


Machinery—Rebuilt 


Interstate Machinery Co., Chicago 


Machines—Tinsmith’s 


Bertsch & Co., Combeldge City, Ind. 
Dreis & Krump Mfg. , Chicago, %. 
Hyro Mfg. Co., ew York, N. 
Interstate Machinery Co. Chicago, mm 
Marshalltown Mfg. Co., 

Hephalijows. Iowa 
Osborn Co., The J. M 


A., 
Cleveland. Ohio 
Peck, Stow & Wilcox Co., 
Southington, Conn. 
Ryerson & Son, Inc., Jos. 
go., St. i, Det., Clev. 
The Stanley Electrical Tool Co. - 
New Britain, Conn. 
Viking Shear Co., e, Pa. 
Whitney Mfg. Co., W. A., 
Rockford, Tl. 
Yoder Co., The, Cleveland, 0. 


Metals—Perforated 


Harrington & King Perforating Co.. 
Chicago, Ill. 


Miters—Eaves Trough 


Barnes Metal Products Co., 

Chicag go, Ill. 
Berger Bros. Co., Philadelphia, Pa. 
Braden Mfg. Co., Terre Haute, Ind. 
ad Steel Co. 


, Canton, Chgo., La Crosse, K. C. 
(Continued on page 64) 





Say you saw it in AMERICAN ARTISAN—Thank you! 








931 


Ohio 


Ohio 


finn. 


Ohio 
ee 
yn, 

lich. 


finn. 


Ill. 
finn, 


finn. 


Ind. 
, Ih 


icago 


Ind. 
. nL. 
Towa 
Ohio 
Yonn. 
Clev. 


yonn, 
Pa. 


Ti. 
L @. 


0.. 
Til. 


y: am. 
Ind. 
.. ©. 








March 16, 1931 


AMERICAN 





ARTISAN 63 





HOWES YANKEE HOT-AIR DAMPER 









IT’S 
The most 
ones economical 
because it’s 
better and 
complete 


IT’S Mfd. by 
TROUBLE- The S. M. HOWES CO. 
PROOF Dept. G. 


Boston, Massachusetts 








STOVE 
DOOR 
KNOBS 


Nickeled, 
Mahogany and 
Walnut Finishes 


C= 





We Have a Great Variety of Shapes and Sizes 
Write Dept. F for Samples and Prices 


THE FANNER MFG. CO. GE2VEvAND, OHIO 








File This Copy 


When you have finished reading this 
issue of AMERICAN ARTISAN, pass it 
on to others in your organization, 
marking the articles in which they 
should be particularly interested. 


Then file it for future reference. You 
never know when you will encounter 
a problem in your business that is 
covered in this very issue. 














ae | ‘bee ieee eee RTI ni REE } ‘temmaned ee enemas) wenn —— { 


He as 


z AMERICAN WOOD; REGISTERS 


NOWN as the finest for over 
twenty-one years. American 
Wood Registers add extra value 
without extra cost. They add a 
touch of refinement to the job. 
We will gladly supply you with our 
latest catalogue and price list 





| : THE AMERICAN woop REGISTER CO. 
\ a PLYMOUTH ini ; . : as INDIANA 








SHEARING 
to the LINE 


A PEXTO Squaring Shear is built from experi- 
ence gained in the actual operation of sheet 
metal working plants. 


From this experience has been developed the 
famous PEXTO Shears, which are standard 
equipment in the leading shops of the coun- 
try, as well as in technical schools and the 
plants of nationally known makers of sheet 
metal products. 


Solid, rigid construction; nicely balanced 
shears that hold their alignment and cut clean 
and sharp with the minimum of power up to 
the rated capacity. The machine illustrated is 
designed for cutting 18 gauge iron and lighter. 
Other machines both foot and power operated 
for every requirement. 


For Information consult your 
Service Dealer 





GOOD SINCE 1819 


THE PECK, STOW & WILCOX CO. 


Southington, Conn. 
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Nails—Hardened Masonry 
Parker-Kalon Corp., New York, N. Y. 


Oil Burners 
Berryman System of Oil Hisating. Inc., 


icago, Ti. 
Bettendorf Mfg. Co., Bettendorf, Iowa 
Bock Oil Burner Co 


> Madison, Wis. 
McIlvaine Burner Corp., Evanston, Il. 
Silent Automatic Corp., Detroit, Mich. 


Paint 


Connors Paint Mfg. Co., Wm., 
’ Troy, N. Y. 


Perforated Metals 


H ston & King Perforating Co., 
samen r Chicago, Ill. 


Pipe and Fittings—Furnace 
‘u & Fay. Co., 
neieigglinannonen - Cleveland, a, owe 


Meyer & 7 _ IL 
Mi icor tee 
Mil, Canton, Chgo., La Crosse, K. C. 


The J 
Osborn Co., The Cleveland, Ohio 


dry Co., 
Peerless Foundry Co. autteennatie: Bed. 


Pipe and Fittings—Stove 


Meyer & Bro. Co., F., Peoria, Ill. 
Milcor Steel Co., 
Mil., Canton, Chgo., La Crosse, K. C. 


Pipe—Conductor 
Barnes Metal Products Co 


Chicago, Ml. 
Berger Bros. Co., Philadelphia, Pa. 
Milcor Steel Co. 


Mil., Canton, Chgo., La Crosse, K. C. 


Pipe—Spiral 


Chicago Metal Mfg. Co., Chicago, Ill. 


Punches 
Bertsch & Co., Cambridge el Ind, 
Hyro Mfg. Co. w York 
Interstate Machinery Co., hicaso, Ti. 
Ryerson ms ™~. " Jos. 
Chgo 7. Be 0, Cleve. 
W. A. Whitney Mfg. Co., Rockford, I. 


Punches—Combination Bench and 
Hand 


Hyro Mfg. Co., New York, N. Y. 


ae? 


Hyro Mfg. Co., w York, N. Y 
Ww. & Whitney Mfg. on ” Rockford, ni 


Putty—Stove 


Connors Paint Mfg. Co., 2. 7” 
aor, M,Z. 


Radiator Cabinets 


Hart & Cooley Co., Holland, Mich. 
Tuttle & Bailey Mfg. Co., New York 


Ranges—Gas 
The Beckwith Co., Dowagiac, Mich, 
Mt. Vernon Furnace & Mfg. Co., 
Mt. Vernon, III, 


Registers—Warm Air 


Auer Register Co., Cleveland, Ohio 
Forest City Foundries Co. 


Cleveland, Ohio 
Hart & Cooley Co., Holland, Mich, 
Henry Furnace & Fidy. Co., 

Cleveland, Ohio 
Independent Register & Mfg. 


0.» 
Cleveland, Ohio 
Meyer & Bro. Co., F. Peoria, Ill. 
Milcor Steel Co., 
1 
Rock Island Registe 
_ Island, Ill. 


Symonds Register Co., St. uis, Mo, 
Tuttle & Bailey Mfg. Co., Chicago, Ill. 
United States Register Co 0.5 

Battle Creek. Mich. 


Canton, Cheo., Ga Crome, = C 


Register Shields 


General Products Corp., 
Indianapolis, Ind. 


Registers—Wood 
American Wood Register Co., 
Plymouth, Ind. 
Auer Register Co., Cleveland, Ohio 
aeoe Steel Co. 


, Canton, Chgo., La Crosse, K. C. 


Regulators—Heat 
Modern Heat Regulator Co., 


Cleveland, Ohio 
H. M. Sheer Co., Quincy, Tl. 


White Mfg. Co., Minneapolis, Minn. 
Ridging 
American Rolling Mill io. 
Middletown, Ohio 
ow Steel Co. 


, Canton, Chgo., La Crosse, K. C. 


Rivets—Stove 


Ryerson & Son, Inc., aoe. 


Chgo., N. Y.; Bt » Det. -» Cleve. 


Rolls—Forming 


Bertsch & Co., Cambridge City, Ind. 
Interstate Machinery Co., Chicago, 


Roofing Cement 


Connors Paint Mfg. Co., Wm., 
Troy, N. Y. 
Lastik Products Corp., Pittsburgh, Pa. 


Roof Paints 
Lastik Products Oorp., Pittsburgh, Pa. 


Roof—Flashing 


Milcor Steel Co., 
Mil., Canton, Chgo., La Crosse, K. C. 


Roofing—Iron and Steel 


Inland Steel Co., Chicago, Ill. 

Milcor Steel Co., 

Mil., Canton, Chgo., La Crosse, K. C, 

Osborn Co., The J. “4 L.A. 
Cleveland, Ohio 


Republic Steel Corp., 
Foungstowa, Ohio 
Ryerson & Sons, Inc., 
Chgo., N. Y., St. "tik ‘Det, Cleve. 


Roofing—Tin 


Mileor Steel C 
a. “Ohgo., La Crosse, K. C. 


Rubbish Burners 


Hart & Cooley Co., 
Holland, Michigan 


School—Sheet Metal Pattern 
Drafting 


St. Louis Technical Institute, 
St. Louis, Mo. 


Schools—Warm Air Heating 


St. Louis Technical Institute, 
St. Louis, Mo. 


Screws—Hardened Metallic Drive 


ond Steel Co. 
Mil., Canton, Chgo., La Crosse, K. C. 
Parker-Kalon Corp 
200 Vistek St., New York 


Screws—Hardened Self-Tapping, 
Sheet Metal 
Milcor Steel Co. 


Mil., Canton, Chgo. , La Crosse, K. C. 
Parker-Kalon Corp., New York 


Screens—Perforated Metal 
Harrington & King Perforating Co., 
Chica; I 


’ 


Scuppers 
Aeolus Dickinson, Chicago, Ill. 
Shears—Hand and Power 
Interstate Machinery Co., Chicago, Ill. 
Marshalltown Mfg. 
Marshalltown, Towa 


Peck, Stow & Wilcox Co., 
#* on, Conn. 

Ryerson & Son, Inc., "Toe. 
Chgo., N. ¥., St. L.; Det., Cleve. 


The Stanley Electric Tool Co 


OT ited. ome. 
Viking Shear Co., Erie, 
Yoder Co., The Cleveland, 0 


Sheet Metal Screws—Hardened, 
Self-Tapping 


Parker-Kalon Corp., New York 
Sheets—Alloy 
International Nickel Qo. se 
w York, N. 


Republic Steel Corp., Comuiiete: Obie 


Sheets—Black and Galvanized 


Inland Steel Co., Chicago, Ill, 
~~ Steel Co., 
Canton, Chgo., [* Goyene » Cc. 
dats Co., The J. M. & 
Cle ne * Ohio 


Republic Steel Corp., Youngstown, Ohio 
Rockford Sheet Steel Co. 
Rockford, Il. 


Ryerson & Son, Inc., Jos. T., 
afore t. L., Det., Clev 
Taylor Co., N. & G., Philadelphia, Pa. 


Sheets—Iron 
Milcor Steel Co., 

Mil., Canton, Chgo. -» La Crosse, 
Republic Steel Corp., Youngstown, ( Onis 
Ryerson & . Inc. . 
Cc ,N. Y., St. L., Det., Cleve. 


Shingles and Tiles—Metal 


Miicor Steel Co. 
Mil., Canton, Ghgo., La Crosse, K. C. 


Sifters—Ash 
Diener Mfg. Co., G. W., Chicago, IIL 


Sky Lights 


ad Steel Co., 
-» Canton, Chgo., La Crosse, K. C, 


Snips 
Peck, Stow & betas Le > © 
Ryerson “4 Son, Inc., Soe nat tapes 
Chgo., N. Y., St diy Det, Cleve. 


Solder—Acid Core 
Kester Solder Co., Chicago, Ill. 


Solder—Self-Fluxing 
Kester Solder Co., Chicago, Ill. 


Solder—Rosin Core 


Kester Solder Co., Chicago, Ill. 
Solder 

Kester Solder Co., Chicago, Ill. 

= Steel Co. 


» Canton, Chgo. .» La Crosse, K. C. 


Soldering Furnaces 


Diener Mfg. Co., G. W., Chicago, Ill, 


Ryerson & Son, Inc., Jos. T. 


Chgo., N. ¥., St. L., Det., Cleve, 


Specialties—Hardware 
Diener Mfg. Co., G. W., Chicago, Il. 


Stars—Hard Iron Cleaning 
Fanner Mfg. Co., Cleveland, Ohio 


Tinplate 


Mibeoe Steel Co. 
, Canton, Chgo., La ae K. ©. 


dame Co., The J. M. & L. 
Gieveiand, Ohio 


Tools—Tinsmith’s 


Bertsch & Co., Cambridge City, Ind. 
Dreis & Krump Mfg. Co., Chicago, Ill. 
Hyro Mfg. Co., New York, N. Y. 
Interstate Machinery Oo., Chicago, Ill. 
Marshalltown Mfg, Co., 

Marshalltown, Iowa 


Osborn Co., The J. M. & L. A., 
Cleveland, Ohio 
Peck, Stow & Wilcox Co., 
Southington, Conn. 
Rockford Sheet Steel Co., 
Rockford, Ill. 


Ryerson & fn Inc., Jos. T. 
Chgo., N. ¥., St. L, Det., Cleve. 


The Stanley hot. Tool Co., 
New 


Britain, Conn. 
Viking Shear Co., 


Erie, Pa. 
Whitney Mfg. Co., W. A., 
Rockford, Ill. 


Torches 


Diener Mfg. Co., a W., Chicago, Ill. 
Osborn Co., The J, M. &L A. 
Cleveland, Ohio 
Ryerson & Son, Inc., Jos. 
Chgo., N. ¥., St. L., Det., Cleve. 


Trimmings—Stove and Furnace 


Fanner Mfg. Co., Cleveland, Ohic 


Vacuum Cleaner—Furnace 


Brillion Furnace Co., Brillion, Wis. 


National Super Service Co., 
Toledo, Ohio 


Ventilators—Floor 


Aeolus Dickinson, Chicago, Iil. 


Ventilators—Roof 


Aeolus Dickinson, Chicago, Ill. 
Berger Bros. Co., Philadelphia, Pa. 
Paul R. Jordan & Co., Indianapolis, Ind. 
on Steel Co. 

» Canton, Chgo., La Crosse, K. C. 


Ventilators—Ceiling 


Hart & Cooley >. New Britain, Conn. 
Henry Furnace & Fady. Co., 
nates ‘ —e Ohio 
nde en 4 

” - Cleveland, Ohio 


Wood Faces—Warm Air 


Auer Register Co., Cleveland, Ohio 
American Wood Register bs 
Plymouth, Ind. 


Milcor Steel Co., 
Mil., Canton, Chgo., La Crosse, K. C. 
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A purely MECHANICAL, non electrical 
HEAT REGULATOR—at a price well 
within the reach of any home owner. 

















/ PATENTED \ 





a ; kK 
le x 
HERE is an efficient and economical furnace regulator 

that is entirely mechanical—no electrical devices. The 
expansion bar maintains the correct bonnet temperature 
by expanding or ——— and mechanically opening or 
closing > draft and check damper. Dealers price only 
$20 ea. F. O. B., Youngstown. Quantity discount. 

Let us thos you a sample Regulator with installation 

instructions on 30 Days free trial. 


NOLL REGULATOR CO. 


143 W. Earle Ave. Youngstown, Ohio 























PERFORATED METALS 





All Sizes and Shapes of Holes 
In Steel, Zinc, Brass} Copper, Tinplate, etc. 
For All Screening, Ventilating and Draining 
EVERYTHING IN PERFORATING METAL 


THE HARRINGTON & KING PERFORATING © 





RS 5649 FILLMORE pY.~ CHICAGO iLL u S A.* of 


"NEW YORK FRC te 5000009) 








Keep soiskaxe Out of Smoke Pipes 
with the 


“NO-DAMP” 
Iv?’s a 

1 Desft Contec! 

2 Thimble 


3 Protection Against 
Moisture 


4 Pipe Saver 


IT SELLS ON SIGHT 
—EASY TO INSTALL 


Write today for circulars and prices 


EISSLER HARDWARE 
129-131 Fifth Street Aurora, Illinois 











CHICAGO STEEL SLITTING SHEAR 


LIGHT—POWERFUL 
DURABLE 


Capacity 10 gauge sheets 
Any Length or Width 
Flat Bars 3/16x2” 
Weight 22 pounds 


Price $15.00 Net 
F. O. B. Chicago 
f pressed 1 and ith 
whey hy 5 ey ru. 


eible steel. Most indispensable high grade shears made. Equal t 
other shears selling at over twice the price. ORDER YOURS TODAY. 


DREIS & KRUMP MFG. CO., 7404 Loomis St., Chicago: 

















BERTSCH FORMING ROLLS | 








QUICK OPENING AND CLOSING 


A Bertsch patent makes this the easiest to open and close. 
Write for catalog “R” today. 


We make a complete line of 


SHEARS, PUNCHES, ROLLS and PRESSES | 
BERTSCH & CoO., Cambridge City, Ind. 











The AUTOMATIC DRIP 






Entirely Different 
Write for Details 


Correct and Controlled Humidity 

THE Automatic Drip Humidifier is unlike all others. The amount 

of humidity desired is regulated. It is simple, fool-proof, dur- 
able, reliable and high de in ev respect. 

For every warm air heating in tion and especially desirable 
with oil heat because of control feature. 

For efficiency and profits sell the Automatic Drip Humidifier— 
send for complete information today. 

AUTOMATIC HUMIDIFIER COMPANY 
CEDAR FALLS, IOWA 








RYERSON 


IMMEDIATE SHIPMENT FROM STOCK 


More , m. one kinds of | ae quality sheets are carried in 


Angles, Bivets, “pelts, Tools s Tools and Metal: Working Machinery. 


Write for Journal and Stock List 


JosePu T. RYERSON & SON we. 


Milwaukee a. Pritade! 
St. Louls x 


SHEETS 

















The Viking Shear 


Compound lever handle—re- 
movable blades. Upper blade 
away from mechanic enabling 
easy following of work—an 
exclusive Viking feature. 








Sold Under a Guarantee—Send for Particulars 


VIKING SHEAR CO., Erie, Pa. 
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BUSINESS CHANCES 


HELP WANTED 


SITUATION WANTED 

















Lightning Rods—Dealers who are sell- 
ing Lightning Protection will make 
money by writing to us for our latest 
Factory to Dealer Prices. We employ 
no salesmen and save you all overhead 
charges. Our Pure Copper Cable and 
Fixtures are endorsed by the National 
Board of Fire Underwriters and hun- 
dreds of dealers. Write today for sam- 
ples and prices. L. K. Diddie Company, 
Marshfield, Wis. 





Guaranteed Mailing Lists for the 
Furnace and Accessory Manufac- 
turer and Jobber. For any state 
or all of them. H-533 


Terry Whalen & Associates 
Bloomington, Ill. (Box 180) 








For Sale—Plumbing and heating business. 
Full set of tools for each line. $600.00 if taken 
in the next thirty thirty days. Address John 
L. Bloyd, Bement, Illinois. F-533 





How to kill muriatic acid fumes, when used 
for soldering flux, we have used it for three 
years, and fike it, especially for heavy solder- 
ing. Cheap and easy preoes. Formula, $1.00 
post paid. Address Floydada Tin Shop, 311 
South Main Street, Floydada, Texas. G-533 





For Sale—Sheet Metal works, well equipped 
and twenty years on the same place. Reason- 
able rent, good business for right party. Sell- 
ing on account of ill health. Address R-534, 
AMERICAN ARTISAN, 139 North Clark St., 
Chicago, IIlinois. 





For Sale—Good clean stock of hardware, 
and tin shop and warehouse room. Stock in- 
voices $15,000. Sickness reason for selling. 
Address K-534, AMERICAN ARTISAN, 139 
North Clark Street, Chicago, Illinois. 





For Sale—Sheet Metal and Warm Air Heat- 
ing business in a southern Illinois town of 
30,000. Established ten years. Average yearly 
business, $15,000 to $20,000. Wish to s 
building, stock and equipment. War service 
disability forcing retirement. Large display 
room and office space, located in heart of city. 
Address L-534, AMERICAN ARTISAN, 139 
North Clark Street, Chicago, Illinois. 





FOR SALE 
Oil burner business. Over 


1500 units now in use. 
Everything complete—pat- 
ents, patterns, goodwill, ma- 
chinery. Very little cash 
needed. 

Address H-535 


AMERICAN ARTISAN 
139 N. Clark St. Chicago, Ill. 








Wanted—A combination man who can do 
plumbing and sheet metal work, and who is 
willing to go out and estimate work. A real 
opportunity for party who wants to advance. 
Address Independent Supply Co., Inc., West 
Frankfort, Illinois. G-534 





Wanted—Shop foreman that can do metal 
work, furnace work, roofing and everything 
that comes in a general shop. No plumbing. 
Steady work. Address Pekin Hdwe. Co., 
Pekin, IIl. H-534 





Furnace—Boiler—Plumber combination man 
with Wisconsin license. A real business man, 
sober and industrious. One who can invest 
$2000 or more in a large successful company. 
Write full details in first letter. Address John 
Steffel, Manager, 2101 Eastwood Place, Mil- 
waukee, Wisconsin. A-534 





Experienced Stove and Furnace salesmen for 
all states. Have very attractive straight com- 
mission proposition. Address The Peninsular 
Stove Company, Detroit, Michigan. F-534 





Manufacturers’ Agents 


Wanted to sell our furnace ce- 
ment, roofing paint and cement 
and calking compounds. Our 
consistent trade paper advertis- 
ing is creating demand. Exclu- 
{ sive territory given with liberal 
commission. Address X-533, 
AMERICAN ARTISAN, 139 N. 
Clark Street, Chicago, Illinois. 

















SITUATION WANTED 











SITUATION WANTED 
Heating estimator, experienced fully 
in all branches. Can sell, superin- 
tend or handle department. Address 
T-534, American Artisan, 139 N. 
Clark Street, Chicago, Illinois. 











Situation Wanted—I am an all around sheet 
metal worker, and would like to hear from 
somebody who is going to need a working 
foreman or a bench man about April Ist. Ad- 
dress Mechanic, 417 Jones Street, Clearwater, 
Florida. Y-533 





Situation Wanted—Experienced hardware 
clerk wishes steady position. Do plumbing, 
furnace repairing. Married. Don’t drink or 
smoke. Good reference. Wish to locate in 
Middle-West. Address Ray Boyle, Payette, 
daho. W-534 





Situation Wanted—By licensed plumber, 
sheet metal worker, and heating man. Mar- 
tied, thoroughly competent, sober and steady. 
Can take full charge of shop if desired. Wish 
steady employment. Address M. R. Trisler, 
507 North East Street, Kewanee, a. 

















For Sale—Retail Furnace and Sheet Metal 
Business. Established eighteen years. Have 
approximately 800 furnaces installed by us in 
this County needing service and repairs. Will 
sell for invoice price of tools and fixtures of 
about $1,000. No stock to sell. Address 
Huron Furnace Company, Huron, South Da- 
kota. C-535 


Situation Wanted—By sheet metal worker 
and furnace man with 18 years experience in 
all lines. Can lay slate, cut patterns, lay out 
furnace job standard code and forced air. Have 
had factory maintenance experience. i 
anywhere. Married, sober, reliable in every 
way. Please state as Address Z-533, 
AMERICAN ARTISAN, 139 N. Clark St., 
Chicago, Illinois. 


Wanted to hear from any furnace or sheet 
metal manufacturers or jobbers who want a 
good salesman for northern Minnesota, Dakota 
and eastern Montana. Have had the experi- 
ence and can deliver the goods. Know this 
country from 35 years experience. Write me 
before closing territory. Address C-534, AMER- 
a ARTISAN, 139 N. Clark St., Chicago, 





Situation Wanted by sheet metal worker 
with eighteen years experience in general sheet 
metal work, heating, and ventilating. Can es- 
timate, lay out, and handle men. Am thirty- 
nine years old, married, sober, and steady. 
Prefer Union shop in Illinois with privilege 
to buy at some time. Address X-534, AMER- 
ICAN ARTISAN, 139 North Clark Street, 
Chicago, Illinois. 





Situation Wanted—Are you in need of a 
man who is thoroughly experienced in all lines 
of the sheet metal trade, making a spetialty 
of warm air heating? Can estimate the work, 
lay out the plans, and make blueprints. Have 
had sales experience, and will look out for your 
interests. A good reliable worker. Address 
H-532, AMERICAN ARTISAN, 139 North 
Clark Street, Chicago, Illinois. 





Situation Wanted—I am a practical sheet 
metal worker. Will go anywhere but would 
prefer a good shop to run on a percentage. 
Address L. J. Egan, 306 South Main Street, 
El Dorado, Kansas. Y-534 





Wanted—Position as manager of warm air 
heating department with well rated firm. 
Nearly 15 years experience in residence, ehurch 
and industrial heating. Advertising and sales 
promotion ability of high order. Know how 
to build a profitable repair department. Ad- 
dress O-534, AMERICAN ARTISAN, 139 
N. Clark St., Chicago, Ill. 





Situation Wanted—By all round sheet metal 
worker. Experienced in all branches of warm 
air heating work. Use the Standard Code. 
Would like steady position or will work on 
commission. Will go anywhere. Address E. M. 
True, R. No. 3, Box 810, Portland, Ona 





Wanted—To correspond with an owner of 
sheet metal and heating shop, who is looking 
for a first class mechanic as a working partner 
or on percentage. Address E-535, AMERICAN 
— 139 North Clark Street, Chicago, 

inois. 





Situation Wanted—By competent, sober 
sheet metal worker, plumber and furnace man, 
good on trunk line and duct work, also fan 
installations and air conditioning. Can handle 
anything in the above lines in up-to-date work- 
manlike manner. Address F-535, AMERICAN 
el nate 139 North Clark Street, Chicago, 

inois. 





Situation Wanted—By A-1 sheet metal 
worker and warm air heating man. 31 years 
old, steady and sober. Thoroughly experienced 
in blow-piping, ventilating and general sheet 
metal work. Can read blueprints, draw pat- 
terns and estimate if necessary. Can also do 
good job of plumbing. Good references. Will 
go anywhere. Address D-534, AMERICAN 
ARTISAN, 139 N. Clark St., Chicago, III. 





Situation Wanted—As salesmen and heating 
engineer. 15 years experience. Can do all 
drafting and estimating. Sober, hard worker. 
Can give best of references. Let’s get to- 
gether. Address T-533, AMERICAN ARTI- 
SAN, 139 North Clark Street, Chicago, III. 





Situation Wanted—Would like to talk with 
a manufacturer of coal and gas fired furnaces 
who believes that there is a great future for 
gas as a fuel. For twelve years I served a 
former well known manufacturer as salesman, 
in sales promotion, and as branch sales man- 
ager. Believe I can be of value in your ex- 
ecutive sales department. Write in complete 
confidence to P-534, AMERICAN ARTISAN, 
139 N. Clark St., Chicago, Il. 





Say you saw it in AMERICAN ARTISAN—Thank you! 
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TOOLS AND MACHINERY 











Situation Wanted—By a first class sheet 
metal worker and furnace man. Good reliable 
man, steady and sober. Middle aged and aar- 
ried. Would consider running shop on_per- 
centage basis. Address J-534, AMERICAN 
ARTISAN, 139 N. Clark St., Chicago, Ill. 





Situation Wanted—By an all round man in 
tinning, plumbing and furnace work. Would 
like to locate in Wisconsin or Iowa. Can 
come at once. Address E-533, AMERICAN 
ARTISAN, 139 N. Clark Street, Chicago, Ill. 








TOOLS AND MACHINES 








Wanted—36” squaring shears 16 gauge, 
48” slip roll 14 gauge, 4 or 8’ box pan brake 
16 gauge, No. 12 Marshalltown Throatless 
shear. All tools must be priced cheap for 
cash. Write Portable Tank & Pump Com- 
pany, Clarkson, Nebraska. A-535 





For Sale—One 10 gauge 50” Belt driven 
Power Rolls, $225.00. One 10 gauge No. 10- 
M Marshalltown Rotary shears, motor at- 
tached, $220.00. Rolls and Rotary shears as 
good as new. One Large Drill Press, motor 
attached made by the E. L. Essley Machinery 
Company, $100.00. Drill Press is not new but 
in good shape. Address R-533, AMERICAN 
—e 139 North Clark Street, Chicago, 

inois. 





For Sale or Exchange 


One 72” Box and Pan Brake, almost new 
will .” aa em oe wore’ 
pen ol bs. mounted on heavy 
ters. bales 50.00 
One ° 96” ee" ALL STEEL BRAKE, 
complete equipment for 7 ge mate- 
oy My but In very good shape. Price 


$ 

One Marshalltown Shear with motor _ 
will handle 18 gauge; been used 
but In every good shape, weighs 130 ibs. 
Price $60.00. 

One 16” Canedy-Otto Drill Press 
feed, Rg over all 70”, weighs Peis 
Ibs good shape. Price $90.00. 

One “sare Bench ane 7. complete with 
motor, a cond oe new, weighs 
200 Northfiel ake. Price $75.00. 

One a2" Niagara foot power squaring shear 
with hold down sxtashonent and two sets 
of blades, has been used but in good 
shape. Price $60.00. 

One 30” Peck & Stow No. 2 squaring 

shear d complete, jinctuding a 

se ant this 


In very good s 
One 125° Volt D.C, Generator, been used. 
Price $50.00. 


Address CHAS. BARNUM 
Mankato, Minn. 


All subject to prior sale 
E-534 











For Sale—One 30” Danzer Lightning Edger, 
$20.00; one 20” Groover, $5.00. These tools 
are as good as new. If interested, Address 
Haftenkamp _Heatin 2611 East 


Company, 
34th Street, Kansas K-533 


ity, Missouri. 





*“NON-CON-DUX”’ 
ASBESTOS 
ELBOW WRAPPERS 
for 
QUICKER 
and 
BETTER 
WRAPPING 


in Roll Form 


quality. 


Then try 
next job. 


18” or 36” Rolls. 


u— GRANT WILSON, INC. 


« OO 


We'll supply the sample. 
it. Wet it. 


Test its strength. Test 


it for toughness. 
thing you feel will determine its 


“NON-CON-DUX” 


=-FEST IT! 


**Non-Con-Dux”’ 


BETTER ASBESTOS PAPER 


You test 


Abuse it. Do any- 


on the 





50 or 100 Pounds. 


4100 W. TAYLOR ST. 
CHICAGO, ILLINOIS 








| FOR SALE 


et INTERSTATE 


ENTIRE SHEET METAL SHOP 
AND FOUNDRY MACHINERY 


USED BY LARGE 


Stove, Range and Furnace Manufacturers 
MANY ITEMS ALMOST NEW—ALL GUARANTEED 


AN EXCEPTIONAL OPPORTUNITY FOR MANUFACTURERS TO ADD 
NEEDED EQUIPMENT AT A TREMENDOUS SAVING 
MUST BE SOLD QUICKLY—PRICED TO SELL QUICKLY 


Write for list of this equipment—or tell 
us what you are interested in. 


MACHINERY COMPANY 
130 S. Clinton St., Chicago, Ill. 











with a more perfect 
Technical Researc 


specialized Training at 2 
Engineers, Estimators, 


with drawings; well ex 
tical way. We Teach 


Course—vwrite today. 
(] Sheet Metal Design and Pattern Drafting. 
(J Specialized Short Sheet Metal Courses. 
(] Heating Ventilating Engineering. 





“LAYING OUT AND ESTIMATING 
. PROFIT THOUSANDS NEGLECT” 


“We could make $50 to $500 additional oe | me in the year 
rf knowledge of 


h. Many 
‘fear’ to tackle it,’’ writes the son of a Shop 
THE ST. LOUIS TECHNICAL Baur, offers this 


wonderful Programs of Trai 


Entire satisfaction is guarant 


THE ST. LOUIS TECHNICAL INSTITUTE 


is a source of 


Plans, = 

is the ot tum ‘own because of the 
Owner. 

t to Empl PY 

oyers, '» 

8 “4 Shanon” ote. e have 


vi 
Salesmen, Foremen, M 
ning to fit your =e needs; wail illustrated 
lained to be understood and oop lied in + par 
ou in your own Home, Personal, Clear, Direct. 
eed. Full information is free, check your 





[] Special Warm Alr and Forced Air Heating. 
[] Ale Conditioning for Fan H. & V. Eng. 
[] Contracting and Estimating. 


4543 CLAYTON AVE. 
ST. LOUIS, MO. 








Wanted—Set of used Tinners’ tools and ma- 
chines. Must be in A-1 condition. Address 
D-535, AMERICAN ARTISAN, 139 North 
Clark Street, Chicago, Illinois. 





For Sale—Complete up-to-date sheet metal 
shop equipment for heating and ventilating and 
general sheet metal work. Power tools for 10 
gauge and lighter. Will send list of all tools 
if interested. Willing to sell cheap for cach. 
Address Knapper Sheet Metal Co., 218 E. 
Walnut St., Kalamazoo, Mich. X-531 


For Sale—Complete set of Tinners tools and 
machines (except brake), $175.00. Address 
G-535, AMERICAN ARTISAN, 139 North 
Clark Street, Chicago, Illinois. 


MISCELLANEOUS 


For Sale—Used correspondence course in 
sheet metal design and pattern drafting. Ad- 
































dress Z-534, AMERICAN ARTISAN, 139 
North Clark’ Street, Chicago, Illinois. 
Wanted—An old style Brillion furnace 
cleaner. Inquire 1234 Pennsylvania Avenue, 
North Side, Pittsburgh, Pennsylvania. B-535 
The Revised Edition of the New Metal 


Worker Pattern Book by Kittridge and Asso- 
ciates is one book that oy be in every shop. 
As a reference book alone it is in le. 
Over 500 9x1l-inch pages with 895 illustrations, 
It covers the p need les underlying practically 
every problem that is likely to come up in daily 
practice. Beginning with the selection and use 
of drawing tools, the author lains linear and 
geometrical a so clearly that one who has 
bad no previous knowledge of arithmetic or 
drawing may understand these essentials and 
apply them. The most approved methods of 
pattern ey also ooh 7] the course of 
the work. ty Order from 
o Book Dept., ‘AMERI AN ARTISAN, 139 
. Clark St., Chicago, Ill. 


What AreYou 
Looking For? 


Get in the habit 
of reading these 
pages as a conven- 
ient means of 
supplying your 
special wants. 














You Can Buy 
Overton’s Simplified 


Engineering Plans 


The articles and stories by 
Platte Overton, which have 
proved so interesting, are all 
based upon a plan of Simpli- 
fied Engineering. This plan 
is sold in the form of large 
blueprints. Each print shows 
complete plans, data sheet, 
construction details, etc. 

If you would like to know 
more about this service, write 
AMERICAN ARTISAN or 
Platte Overton, care of this 
magazine. 


Mention AMERICAN ARTISAN in your reply—Thank you! 
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THE SOLDER IRON HANDLE THAT NEVER WEARS OLIT! 


4 
- s 
¥ 
s * malt 
‘a Patented April 24, 1923, No. 1,453,082 
. 
Vs 


Handle made. of ey 


hardwood. 
























Air vent piercing handle 
length-wise prevents over- 
heating and charring. 




















Hardened one-piece steel 
die cuts thread into the stem 
of the soldering iron. 


SOME 
OTHER 
HYRO 
PRODUCTS 











Steel ferrule securely forced 
into the wood. | 

















HYRO UNXLD 
DAMPER QUADRANT 


ate { December 23, 1919, Na. 1,3 


ented December 9, 1919, No. 1,324,621 
pre 22, No. 1,418,474 
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202 VARICK ST.» NEW YORK, Ne Y. /S3 














Non-Syphoning 1'4-Inch 
Corrugated Roofing 


OTE the gutter in the joint of this 
Milcor Roofing. Any seepage caused 

by driving rain or from snow on the 
roof . . . is carried away by this gutter. Its 
capacity is greater than will ever be needed, 
under the most severe storm conditions. 
Where the sheets overlap is where the leaks 


must be stopped ...and Milcor has provid- 





“ 


ed absolute protection with this scientifically 
designed and perfectly formed joint. 


Milcor Non-Syphoning 114-Inch Corrugated 
Roofing is made in No. 20, 28 and 26 gauges 
galvanized steel and No. 28 and 26 gauges 
Copper Alloy Steel, Armco Ingot Iron and 
galvanized Toncan Iron. Size of corruga- 
tions, 14 inches. 26 inches wide covers 24 
inches. Send for samples and prices. 


Milcor also offers Two-Drain Ornamental Roofing and a complete 
line of ventilators and skylights. Send for latest price book. 


MILCOR STEEL COMPANYT 


MILWAUKEE, WIS., 4117 W. Burnham St. CANTON, OHIO 


Chicago, III. Kansas City, Mo. LaCrosse, Wis. 
Sales Offices: N York, 415 Per re | { Boston, Mass., 726 Little Busldir Atlanta, Ga., 7 Bona 
\ M I » Building; Little Rock, Ark., 104 W. Markh Street 
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